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IN HER 













Mopern woman adopts the mannish mood in putting 
her best foot forward for spring. Her interest centers on 
the surface and texture of fabrics for suits in a big way. 
So tailored types of shoes become an essential part of 
the ensemble. Tweedies for spring therefore swing into 
active demand. 

But aside from the fact that Tweedies are in tune with —~—_ 
the current mode, remember, their consistent quality is a 
factor of enduring satisfaction and comfort to women who 
buy them and to the dealers who sell them. Tweedie 
Footwear Corporation, Jefferson City, Mo., Shoemakers 
since 1874. 
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VOICE of the TRADE 


BOHN SHOWALTER of Kansas 
City says: 

“Merchandising is nothing more 
than making it easier for the cus- 
tomer and merchant to meet. What 
is a salesman? He is one who helps 
the customer find the merchandise. 
The salesman is nothing but a cus- 
tomer-helper. What is salesman- 


ship? It is the ability and willing- 





ness to help the customer find what 
is needed and wanted. A super- 
salesman is one who has the ability 
and willingness to help more cus- 
tomers find more of what they need 


and want.” 
* * * 


STYLE flashes from Los Angeles, 
Calif. With the selling of more 
pairs of shoes than last year, C. H. 
Baker finds that in his stores in 
Los Angeles, whites are fitting into 
a definite “after Easter” place. In 
the main, he finds grays are tak- 
ing up the slack, while blues are 
moving much better than last year. 
Fabrics are also running way ahead 
of last year, with every indication 


of being good through the warm 


weather. In commenting on gray 
selling, Mr. Baker pointed out that 
when grays are good, they are good 
in everything—sports and dress 
shoes alike. When asked how long 
grays would sell profitably this 
Spring, the answer: “Possibly until 
Easter, but no one can estimate 
after that date. All whites will be 
the big end of the after-Easter sell- 
ing, with white trimmed with rust 
especially good.” 
* * * 
eBOSEPH AGOSTINO of the 
Vogue Shoe Shop, Newark, N. J., 
writes; 

“Several days ago an elderly 
woman came into the store, with 
all the hopes of being a customer. 
She finally sat down and opening 
her handbag, she took out a paper. 








The paper was folded several times; 
and thinking she wanted a pair of 
shoes, we asked her: ‘Shoes for 
yourself?’ ‘No,’ she replied. ‘I 
have a crossword puzzle here and I 
have the whole thing done—all but 
one word—and that word says: 
“pertaining to shoes.” Now,’ she 
said, ‘can you give me a word that 
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hits in so I can finish my puzzle?’ 

“With business so good, of 

course, we helped her. We’ve got 

plenty of time.” 
* 


* * 


Hi. ©. MALONE of the Hecht 
Company, Washington, D. C., says: 
“My personal opinion as to whether 
an organization should have a bo- 
nus plan or a salary review plan 








is that an organization can combine 
both of these features in a carefully 
worked-out plan, and as a result 
provide the proper stimulus for 
more volume and profit to the or- 
ganization, and increased earning 
power to the individual. In addi- 
tion, such a combined plan helps 
to carry a strong organization along 
during periods of depression with- 
out destructive salary decreases. 

“The majority of bonus plans 
that I have heard about call for a 
buyer being given a sales require- 
ment of the business for the year 
prior to his taking over the depart- 
ment, with a bonus of a certain per- 
centage of the increased volume, if 
any, provided a certain gross mar- 
gin is maintained. 
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“I firmly believe that if you can 
present to any salesman a care- 
fully worked-out plan whereby he 
can readily see by extra effort on 
his part that he can increase his 
earnings proportionately, he will 
be quick to respond to such a plan, 
thereby benefiting both parties— 
the organization and _himself— 
assuming that he is an individual 
who is not satisfied to remain at his 
present earning capacity.” 


% * * 


S¢BRETAIL sales up 14 per cent 
in 1935. Total retail sales are esti- 
mated to have gained 14 per cent 
in 1935 over 1934, to reach a grand 
total of $32,600,000,000,” says 
Alexander V. Dye, Director of the 
Bureau of Foreign and Domestic 
Commerce. “This figure represents 
two-thirds of the total retail sales 
volume of 1929 as reported by the 
Bureau of the Census for that year 
—the first time an actual count 
was ever made of the nation’s re- 
tail business.” 


* * * 


WHAT is business? 

Harper Sibley, president of the 
Chamber of Commerce of the 
United States, says: 

“Business, it must be understood, 
is not something that stands apart 
by itself. Business cannot be iden- 
tified as represented by a group, or 
a class, or as an activity which can 
be segregated and isolated as a 
detached segment of society. 








“Everyone, no matter what his 
method of earning a living, is a 
participant in business, and is de- 
pendent upon its operations for his 
material needs. Business can be 
described as the fusing of all those 
activities included in the produc- 
tion and distribution of goods and 
materials; and in the rendering of 
the multitudinous services that go 
with the maintenance of human 
existence. 

“Thus, the entire population con- 
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NIMBLE DOLLARS 





—Brookmire Bulletins say: ''Under- 
lying conditions indicate that the 
progress of business recovery 
should be extensive this year." 

—As recovery becomes more 
pronounced, so does our unem- 
ployment problem become corre- 
spondingly less pronounced. 

—For as people make more money, 
and spend more money, the turn- 
over of dollars becomes more ac- 
celerated, factory wheels turn 
faster, and more employment 
opportunities are created. 

—lIt's not logical to expect a return 
to normalcy in our country with 
ten millions of people out of 
work. 

—But a sizable portion can be re- 
turned to profitable employment 
when more dollars are thrown into 
active motion. 

—Stagnant money or credit was 
one of the major irritants of our 
great Depression— 

—Dollars in motion mean definite 
business recovery—and higher 
rate of employment. 


tt hi... 


President 





stitutes the institution of business, 
and all alike have as much concern 
in its maintenance as has the limited 
group that happens to attain classi- 
fication in business directories— 
such as manufacturers, distributors, 
bankers, insurers, transporters and 
others.” 

* % * 
BBONUS—“It is expected that a 
large majority of the veterans will 
immediately present their bonds 
for redemption,” says The Guar- 
anty Survey, (released by the 
Guaranty Trust Company of New 
York). “Several million individ- 
uals will thus come into possession 
of ready cash; and the cash will 
be raised by the issue of govern- 
ment securities, most of which will 


probably be taken up by the banks 
and other financial institutions with 
the excess funds at their disposal. 
The purchasing power bestowed 
upon the veterans, therefore, will 
not represent an equivalent amount 
of purchasing power withdrawn 
from other sources. To a large ex- 
tent, it will represent newly created 
purchasing power—a net addition 
to the current volume of demand 
for commodities, services, securi- 
ties and other available objects of 
expenditure.” 

So there will be “no Summer 
slump” this year—for more money 
in circulation means more retail 
turn-over—and shoes stand to get 
their share. 

* * * 

TAILORS gave advice on colors 
for men to wear at the 17th Annual 
Men’s Style Show, at the Hotel 
Commodore in New York. Color 
stylists at the show agreed that 
men should be guided by their 
complexion, hair and eyes in the 
choice of color harmonies. 

Here is a color chart offered for 
men’s wear to bring out the most 
attractive features: 

Florid complexion—Blue, green and 
mixed gray. 

Blond type—Blue, green, mixed gray. 

Sallow complexion—Mixed blue, blue- 
gray and certain browns. 

Pale complexion—Contrasting shades 
of brown, blue, blue-gray. 

Black-haired—Light gray, brown, black 
and _ white. 


Auburn-haired—Brown is best. 
Olive complexion—Dark green. 


* * * 








HEARRY HILLARD and _ Julius 
Rudominer of Mackta’s Bootery, 
Newark, N. J., ask: 


Did This Happen to You? 


“My first approach seemed easy enough, 

But somehow or other she walked in a 
huff; 

I tried my best, but all in vain. 

She asked for something that was quite 
insane. 


I was taken to task by the man in charge, 
Whose hat never fitted, for his head was 
too large. 
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My nerves were all shattered when he 
finished with me, 

And I prayed that my next up wouldn't 
be a thirty-three. 


In walks a woman whom he thought 
looked tough, 

He told me to take it, in a manner quite 
rough. 

I brought out a shoe with my heart in 
my throat, 

For I had a feeling that she, too, would 
float. 


I tried not to show her I was trembling 
with fear, 

But when she asked for the mate, I 
wanted to cheer. 

She then said ‘T’ll wear them,’ and I said 
‘Okay.’ 

Boy! What a wrap-up. Did she save the 
day!” 

*% * * 


THAT shoe output of 383,700,000 
pairs in 1935 was made with fac- 
tories running forty hours a week. 
The previous peak output, 361,- 
400,000 pairs was made in 1929, 
when factories ran forty-eight hours 
a week. Firms numbered less than 
1000 in 1935. Back in 1929 they 
numbered about 1200. So fewer 
firms made more shoes. 


* * * 


HIAROLD C. KEITH, president of 
the Geo. E. Keith Company, as 
principal speaker at an Executives 
Association of San Francisco meet- 
ing, dedicated to Frank Werner 
day in honor of the prominent San 
Francisco shoe dealer, said: 

“Business now is marching 
straight toward complete recovery. 
The shoe industry is an apt illus- 
tration, for we deal in one of the 
so-called necessaries. We were 
among the last to feel the depres- 
sion and we're among the last to 
start climbing out of it because our 
market is one of the slowest to 
react to economic conditions. 

“But for two years the improve- 
ment has been steady. Last year 
the leather market enjoyed a 40 
per cent increase and that was fol- 
lowed by a definite demand for bet- 
ter quality merchandise.” 


* * * 


FRANK S. CUNNINGHAM, presi- 
dent of Butler Brothers, Chicago, 
says: 

“The figures covering retail dis- 
tribution for the year 1933 demon- 


strate the vitality of the indepen- 
dent merchant as the most impor- 
tant factor in distribution. 

“The aggregate retail volume in 
1933 was a shade over 25 billions. 
That aggregate was divided among 
the three types of stores substan- 
tially as follows: 








No. % to Tot. 

Stores Volume Volume 

Chains.. 139,857 $5,951,428,000 23.8 
Dep’tm’t 

stores . 3,485 2,314,167,000 9.2 
Indepen- 

dents.. 1,382,777 16,771,630,000 67.0 





Total.. 1,526,119 $25,037,225,000 100.0 


“In other words, after thirty 
years of fantastic growth of chain 
and department stores, the indepen- 
dent stores of America still do 67 
per cent of the retail total volume 
—or more than twice that done by 
chains and department stores to- 
gether. 

“It would appear that both 
chains and department stores are 
nearing the point of diminishing 
returns. 

“Without independent stores, the 
machinery of distribution would 
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stop. Hundreds of thousands of 
consumers would have no place to 
buy goods. Tens of thousands of 
factories would close down _be- 
cause they would have no access to 
the consuming public. 

“This tendency toward _ the 
modernization of the merchandis- 
ing and operation of independent 
stores, is bound to continue. In pro- 
portion as it spreads, will the in- 
dependent store not merely hold 
the share of the business it now 
retains, but begin to recover some 
part of that heretofore lost.” 


* * * 


BROBERT HIRSCH, shoe buyer 
for the Famous Department Stores 
in Los Angeles, says: 

“The average shoeman in South- 
ern California does not realize that 
there is a steady call for tennis in 
the Winter months and rubber 
goods in the Summertime. Many 
stores only carry rubbers for the 
Spring rainy season, forgetting all 
about the thousands of men and 
women who buy rubbers all 
through the hot, dry Summer and 
Fall for wear around the home. 
Nearly everybody has some sort of 
a garden and wears rubbers when 
watering and out in the gardens in 
the early dewy mornings.” 

Carrying a complete stock of 
rubbers pays his stores well, all 
through the year. 























































































































"Will you do it again, Mister? Brother didn't see it.” 





CELEBRATING a sixtieth anniversary is usually ac- 
companied with the deadly comparison of how shoes 
were then and now; how stores have improved and 
what a wonderful thing is progress. But Dalsimer’s manager of the store, presented the speakers. 
on Chestnut Street, Philadelphia, cele- 
brated its sixtieth birthday in the modern 
manner. 

Little was said about the passage of 
time but the present and the future were 
glorified. A gala party of guests, news- 
paper people, stylists, friends, members 
of the firm and employees got together 
for press presentation, fashion show and 
radio broadcast. 

The cocktail party was incidental and 
a modern touch that certainly would have 
startled the founder of the business if he 
could have been present. But those things 
are now the order of the day. 

The event took place on the main floor 
of the spacious store at 1211-15 Chestnut 
Street, and a large part of the program 
was broadcast through specially arranged 
facilities by Station WDAS, which station 
was de-coded to read: “Wear Dalsimer 
Advanced Styles.” 

Among the featured speakers were 
Miss Jesse Daves of Vogue Magazine, 
Miss Ruth Kerr, style analyst of the Calf 
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Invitation to Sixtieth Anniversary 


START 
SPRING 


Tanners Association, and Miss Hilda Rau, style service 
director of Robert H. Foerderer, Inc. 
As master of ceremonies, Murray Rolfe, general 
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Models in Spring clothes walked from 
improvised stage down four steps to the 
center aisle of the store so that quests 
seated on both sides of the run-way could 
view the fashion parade while shoes were 
described over the radio 


WITH 
A STYLE 
SHOW 
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Dalsimer’s Shows How To Do It With Radio, Press and Cocktails and Incident- 
ally Celebrates Sixtieth Birthday in the Modern Manner 


New Spring fashions in footwear were displayed on the 
feet of mannequins, and described in detail by Mr. Rolfe. 
Over 200 new shoe fashions were presented on display 
tables, from chic versions of the popular opera pump all 
the way to airy, wispy evening sandals. The store was “on 
display,” with or without the added features and run-way. 
The idea was to make publicity and prestige by stepping 
into “a bit of showmanship.” 

The run-way presentation revealed types of shoes for all 
occasions in new materials, in all heel heights and every 
color of the Spring rainbow—rust, navy, ginger, Ming red, 
green, white, russet tan, in a multitude of varied shades. 
Yet it was very carefully stressed that with all their clever- 
ness and chic the many improvements in design and crafts- 
manship have really added, rather than detracted, an ele- 
ment of comfort. 

Mr. Rolfe, now general manager of the Dalsimer Store, 
joined the organization six months ago, and brought with 
him a brilliant style experience gained through long asso- 
ciation with Saks Fifth Avenue of New York, where he 
was associate buyer of the women’s shoe department. For- 
merly, Mr. Rolfe was manager of the Delman Store on 
Madison Avenue. 

To give the store an authority 9n correct fashion, reflect- 
ing the newest and smartest trends, Mr. Rolfe said: 

“It has been my experience that women, whether 16 or 
60, are susceptible to tactful flattery in the presentation of 

[TURN TO PAGE 44, PLEASE] 
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DIAGRAM 14 
BOTTOM OF FOOT 


showing bone disalignement and distortion. 


SHORT SHOES 


A RECENT statement by an eminent podiatrist to the 
effect that more than ten thousand patients cleared 
his office the past year and upwards to 75 per cent 
of these people were wearing short shoes. Accord- 
ingly the shoe fitter was condemned for fitting shoes 
too short. However, to the writer, it does not seem 
that this criticism was justly made. In actual fitting 
process, undoubtedly the shoes were fitted from 2 to 
3 sizes over the stick length of the foot. But, insistence 
on the part of the customer for the ultra of style, the 
arch elevation was not fitted, presumably due to lack 
of stock on the shelves of style shoes with varying 
arch elevation. Thus, the foot, during the wearing of 
the shoes, seeks to find its level. As the arch sags 
downward to meet the insole, the foot naturally elon- 
gates, upwards to 11 sizes, and even more in examples 
of weak, flexible arches and overweight individuals. 
The person’s age and physical condition have a direct 
bearing on the ratio of elongation of the feet when 
subject to the weight of the body. In certain phases 
and stages of life it is imperative to hold the feet in 
place as it is to change one’s eyeglasses. 


EFFECT OF HIGH HEELS 


This argument does not necessarily mean higher 
heels to attain higher arches, rather the taking out 








DIAGRAM 12 
DIAGRAM OF LASTS 


showing varying “spring.” 





of the wood in the last under the longitudinal arch. 
In men’s shoes, however, some will recall this experi- 
ence with higher heel lasts, when such were the domi- 
nating style, especially 9/8 and 10/8 heels. The lasts 
had to carry higher arch elevations to get the right 
balance for the last. Orthopedic troubles were not as 
prevalent during the run of such styles. Today, those 
who still cling to high heels, and there are many among 
the conservative dressers, are not conscious of their 
feet. For lasts, this axiom may be cited: in ratio to 
the heel height, the arch is elevated. Thus, the weight 
is proportionately transferred from the back part of 
the foot to the forepart, while the arch contours are 
more nearly met. The “flat” modern styles permit 
more weight to be carried behind the ball or break of 
the shank than ahead of it. These flat lasts are com- 
pletely devoid of any bracing effect in the shanks, 
therefore, the foot tends to find its level. Lasts are 
constructed to carry a specified height of heel. No 
good end is served by putting a higher heel on a last 
than the last “carries.” It means eventual trouble for 
the wearer because the shoe is bound to “ride” at the 
toe. The “spring” is taken out of the shoe in ratio to 
the increased height of the heel beyond the specific 
height for the specific last. 


SPRING 


This suggests the subject of “spring” in a last. It 
has an important bearing on the foregoing subject. 
Spring or “rocker,” as some term it, is the elevation 
at the end of the toe of any last as it rests on the plane 
of a flat surface. Each individual wearer of shoes has 
a certain amount of spring to each step he takes. Lasts 
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COMES FIRST 


This is the third article in Beot and Shoe 
Reecorder’s discussion of the primary factors 
in lasts. Previous phases of this subject and 
those of last measurements were discussed 
by Mr. Cort in the Recorder, issues of De- 


‘ecember 2Iist and February 8th. 


are made providing for 14 in. to 114 in. spring at the 
toes. Anything upwards to % in. spring may’ well be 
termed “flat.” It is such types of lasts, that invite the 
“bite” behind the tip line and necessitate the use of a 
“bite pad.” The answer to this curse is the flatness of 
the last compared to the spring of the foot. Such “flat” 
lasts are more difficult to “break in.” Likewise, when 
the foot forces its own spring in the shoe, ugly wrinkles 
develop across the ball and remain there as the toes 
“turn up.” Such shoes when fitted on the short side 
will readily wear off the sole at the end of the toe. 
The inflare or straight type of pedestrian need more 
spring than the outflare walker. The former two have 
a lot of spring in their step. The outflare waddler 
shuffles along flat-footedly with practically no spring 
in his step. The neat shoe, after a long period of wear, 
that is, the shoe that is new a long time, is the one that 
is out of the flat class and carries at least 1 in. to 
114 in. spring. In the finished shoe, this can be deter- 
mined as approximate when the sole is from *%¢ in. 
to 14 in. above the floor level. In a worn shoe, it is 
interesting to note how much the toe has “turned up.” 


STYLES OF TOES 


All styles of lasts are classified as coming under the 
head of a certain group. There are those which have 
become known as “custom.” In this group are those 
narrow toes which are quite the style today in the 
larger cities. The ball is broad, with the toe tapering 
at the sides to a wedge shape. It might also be termed 
a swing last. Usually, the toe recedes to give the end 
a thin appearance. Next in popularity is the brogue 
type. This style is essentially straight in character, 


by 
B. Harrison Cort 


DIAGRAM 13 


DISTORTION 
from breaking-in-the-foot. 


carrying very little swing to the outside. They are for 
the most part, lasts adapted to the heavier leathers. It 
is not long since Scotch grains and boarded leathers 
predominated on this kind of wood. With the passing 
of pebbled leathers and the prevalance of Norwegians 
and heavy smooth veals (calfskins), the toes have nar- 
rowed up somewhat to the point where this style is 
now talked of as a “narrow brogue.” There is another 
style that has gained much momentum the last year 
or so. It is an English last of medium toe width, 
carrying the swing of the custom type. It is the 
outcome of an endeavor to put the “brogue” and 
“custom” together. The style expression is excellent 
in that it produces very desirably all types of shoes, 
from the plain toe dress oxford to the full wing tip. 
It makes an airy looking light-weight shoe and a 
clumsy looking heavy number. Mostly the favorite 
styles of yesterday have passed, as the “French toe,” 
the “barrel” type, the “balloon” and the “rocker” 

[TURN TO PAGE 46, PLEASE | 
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THE Avenue blossoms out with bright tan shoes and 
the coppery stockings that go with them. The beauty 
of tan shoes is, from the hosiery point of view, that 
no other stocking but a coppery color can be worn 
with these shoes. Neutrals look too dreary with russet 
leathers. A woman has to have a larger stocking ward- 
robe than ever before. No more wearing that “go-with- 
everything” neutral on all occasions. 

It takes three color ranges in hosiery to take your 
customers smartly through this Spring—copper colors, 
neutrals, and blues. Lord and Taylor dramatize this 
point with their window on “London Tans,” “Sky- 
scraper Grays” and “Paris Blues”—each color division 
comprising three shades. 

For special Easter promotions, several Fifth Avenue 
stores will feature two coppery colors—a light and a 
darker tone, optimistically called “Fair and Warmer.” 





An Easter gift display which 
McCutcheons will feature. 
Miniature bonnet boxes to 
hold two or three pairs of 
Nomend stockings, will be 
shown spilling out of a larger 
box covered with the same 
star-patterned paper. 


The new Face Powder shades and stocking colors 
are to be tied up together in another color promotion 
just about to break in New York stores. Warm and 
vibrant colors in stockings will be displayed with jars 
of the Coty sun tan powders they exactly match. 

For evening, there are “Powder Puff” pastels—pink, 
yellow, powder blue to be shown with big powder 
puffs. These pastels have already sold well for day- 
time and evening wear in the South and are strong 
possibilities for Summer. 

Frank Brothers believe in always concentrating on 
stockings that have a close-tie-up with shoe colors. 
Show a woman an interesting color harmony to go 
with the shoes she is buying—and nine times out of 
ten she is sold. 

Their pet promotion for this Spring is a trio of 

[TURN TO PAGE 56, PLEASE] 
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counter and trimming black patent kid. 


Left to Right 
This model is also made entirely of kid. 


Afternoon shoe in navy blue suede, having 


Ee err Oe hee 


pleated strap trimming faced with a 
lighter shade of blue “nacre” or lac- 
quered kid. Note cut-out at side. 


This shoe shows the tendency to give 
pumps a new high treatment in front. 
The vamp and heel are white lizard, the 


Brown kid afternoon pump having stitched 
motifs combined with cut-out design. 


Street or walking shoe of peasant inspira- 

tion, in reversed green calf trimmed with 

brown grained calf. The flat thong lac- 

ing and sawtooth trim are typical of 
Enzel. 





sa eer 


Enzel's "Olympia,"’ a sandal in natural 
linen decorated with the 5-ring symbol 
of the Olympic Games. 


FASHIONS 
Reported from PARIS 


EENZEL of the Faubourg St. Honore is showing his 
new collection for Spring and Summer. The director 
and designer, Charles C. Ritz, has made a point of 
eliminating every unnecessary decoration, that is, orna- 
mentation that does not blend with the general con- 
tour of the foot. Stitchings and appliques, as well as 


the cut of the shoe, he insists, must harmonize with Navy blue reversed calf with perforated 

trim in white kid, the double welt repeat- 
ing the two colors. The leather fringe is 
white kid below, navy above, with white 


kid for the lacing. 


the foot form. 

In these foot fashions of 1936, emphasis is placed on 
color and color combinations, on stitched appliques 
in multi-color, on flat lacings, and in many instances 
on double welts. Suede in carbon blue, bottle green or 
rust brown is often used as the basic leather, with box 
calf, patent, kid or grained leathers as trimming. 

The trend is toward the round toe for sports wear 
and a modified slim toe for dress occasions. Enzel does 

[TURN TO PAGE 46, PLEASE] 


The Enzel Collection 
one of the first and most important of the 
French shoe showings . . . described by our 
PARIS CORRESPONDENT, 

Alice Maxwell Appe 





Heroic size shoe cartons in Spring colors served as display stands 
for shoes, hats and accessories in this clever window by Bamberger, 
Newark, N. J. 


THIS week we show a group of five very interesting 
recent shoe windows, all of which reveal a high de- 


gree of attention value, attained in a variety of ways. 
It is of interest to note that two of these very modern 
and up-to-date windows make use of the time-honored 
device of introducing motion to catch the eye, and 
apparently they employed the stunt with very good 
effect. All of which goes to show that while the human 
mind is fertile in the development of new ideas, never- 
theless the laws of psychology are established and 
permanent, with the result that the customers of today 


“A swagger, strutting, square heel and toe 
creation" was the description of Miss Esquire 
pattern, as given on display card in this 
smart window of J. & J. Slater, New York. 


respond to the same sort of stimuli that actuated their 
forebears. 

All of which suggests the conclusion that although 
tastes and styles in window decoration and treatment 
may change, there are nevertheless certain well de- 
fined principles that every display man and every mer- 
chant who plans his own windows must know if he 
is to obtain the results he anticipates from his dis- 
plays. Color, light, motion are among the important 
attention factors that every display man must consider 
at all times, and especially at the beginning of a new 
season, when the object is to induce people to stop 

[TURN TO PAGE 44, PLEASE] 





Novel Display Treatments, Rein- 
forced with the Magnetic Pull- 
ing Power of Color, Light and 
Motion, Enhance the Sales 
Appeal of the New Season’s 


Footwear. 


SPRING 
STYLES 


IN 
SHOE 


WINDOWS 


Another window with motion, this one 

used by Arnold Constable, New York, 

for a juvenile footwear display. The 

see-saw, with dolls, was mechanically 

operated and the display proved very 
effective. 


Clever motion stunt used by S. J. 

Brouwer Shoe Co. in a recent sale 

window shown at the left. Newspaper 

opened and closed by ingenious me- 

chanical arrangement operated with 
electric motor. 


| 


Spring atmosphere pervades this simple but 

beautiful grouping by Bonwit Teller, Fifth 

Avenue. Classic display stands with Spring 

flowers constituted the properties for an 
artistic window setting. 
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The Editors Ouitlook 


RAILROADS MUST COMPETE 


LOOKING at the decision of the Interstate Commerce 
Commission unifying railroad passenger rates to two 
cents per mile, effective June 2, we can see the de- 
cision in the light of its commercial values to trade. 
Heretofore the basic rates for passenger service have 
been 3.6c per mile in the East, 2c a mile in the West 
and 1\4c in the South. 

We anticipate an increase in commercial traffic in 
the more densely settled region between the Mississippi 
River and the Atlantic Seaboard and the resulting good 
may have a very favorable effect on the movement of 
express and freight. 

For years the N.S.T.A. and other commercial trav- 
elers’ associations have been asking the roads for a 
universal mileage book on a two-cent base. Here it 
is, and with it comes an opportunity for the traveling 
man to travel the road again. Shoe travelers in the 
specialty field have diminished in numbers over the 
years due largely to the fact that the high cost of 
travel with trunks made it impossible for the traveler 
to make a living. When the seasons were well defined 
and twice a year, the salesmen could get enough orders 
to justify the trip, but when styles and seasons were 
speeded up, more trips were necessary. Orders were 
smaller and the traveling man faded from the pic- 
ture. Many factories, to get volume, discontinued di- 
rect sales to retailers and went into the chain store 
game. Having sold their birthright of independence 
for a bulk order, they continued their captivity with 
less and less venture into the competitive field and 
more and more reliance on the few big customers con- 
tracting for a year’s production. 

Maybe the I. C. C. decision, effective June 2, will 
be the beginning of a turn of the tide. Maybe we will 
see traveling men in numbers again on the road. The 
new rates should benefit factories in New England. 
But the president of the New Haven Railroad makes 
the statement: “The New Haven Railroad System is 
opposed to any reduction in passenger rates inasmuch 
as the road receives a greater percentage of its revenue 
than any other railroad in the nation from this source.” 

For his especial benefit we might say that many a 
buyer comes to New York City and fails to go any 
further North because of the high cost of transporta- 
tion. Not so long ago, the Boston papers used to 
publish a column or more of names of visiting buyers 
—whereas today but a few names are listed and those 
mostly chain operators. 
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IN EFFICIENCY TO BUSINESS 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


Markets cannot live without contacts, and the more 
made, the bigger and better the market. Orders lead 
to production and production means the intake of 
materials and the outgo of finished products. Railroads 
benefit by traffic of freight, express and passengers, 
and it would almost seem a “dog in the manger” atti- 
tude for the railroad to protest the progress that must 
come through increased contact with the markets of 
America. 

The western roads, under the two-cent ruling, have 
been competitively active. There is not a convention 
held in any part of the West but what some agent for 
some western line has paid a visit upon us, and many 
others in New York, to solicit patronage and to present 
the advantages of travel over their respective roads. 
The New England roads have not been conspicuous 
in their aggressiveness for business because there has 
been no competition other than buses and motor truck. 
Most eastern roads have been passive to the wants of 
the commercial traveler and the commercial businesses. 
Maybe that’s natural where monopolies exist. 

Out of St. Louis and Chicago, western roads give 
amazing performances in shipment. Overnight deliv- 
eries from western shoe centers are a contributing 
force in the success of those communities. Try and 
get anything like it in the East. 

If the eastern railroads must expand their volume 
because of the reduction in rail rates, let the com- 
petitive spirit of efficiency in service and delivery be 
considered. Railroads are the prime arteries that pump 
the life blood of materials into manufacturing towns. 
The finished products return over the rails, to continue 
the cycle of business that makes payrolls and pros- 
perity. Buses and trucks have their place in short 
hauls, but lack the reliability that obtains, season in 
and out, on the rails. Railway systems that are keenly 
interested in the growth and development of the com- 
munities they serve can do a tremendous amount of 
good in expediting transit. Just the saving in time and 
interest is a factor. The very growth of some parts of 
our country and the decline of others has been due 
to the degree of service and efficiency of the railroads. 
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A REASONABLE amount of thinking and even a 
small amount of effort in connection with the adver- 
tising of children’s shoes pays tremendous dividends. 

Perhaps this is true because, unfortunately, by and 
large, a national study of children’s shoe advertising 
discloses the fact that so many dealers do not devote 
to this important field the attention it deserves. All, 
or any, of the media ordinarily open to general retail 
shoe advertising can be effectively employed to pro- 
mote children’s shoe business. It is the application 
—the methods, rather than the media—that control 
results. 

Perhaps the most frequently used avenue of pub- 
licity is represented by newspaper advertising. Here 
we appeal almost entirely to the parent. 

In planning newspaper advertising on children’s 
shoes we must consider first, what purpose we can 
hope to achieve; next how best to achieve it. 

To begin with, except for cut price promotions, 
children’s shoes ase bought when needed. The rank 
and file of our juvenile customers have no pressing 
social engagements which require new footwear. It 
is not considered essential that the shoes match the 
ensemble. 

Some day we may be able to build that kind of 
luxury atmosphere around children’s footwear. But 
it does not exist now and we must plan our adver- 
tising for today’s market. ' 

Yet the fullest possible appreciation of this con- 
dition need not lead us into the trite, meaningless and 
almost futile gestures which so commonly pass under 
the guise of children’s shoe advertising. 

We refer to the advertisement which results from 
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HOW TO GET 
JUVENILE 
CUSTOMERS 


IN SPRINGTIME ; 
Promotions Should Be Natural, Inter- 


esting and Result Producing 


instructions to the advertising department to use “any 
cut” combined with a paragraph of purely general 
and usually stereotyped copy and ends usually with 
a phrase such as “Priced at $2.00 to $5.00, depend- 
ing on size.” 

That type of advertisement conveys only one thought. 
It would be just as effective, yes, perhaps more so— 
to say in bold type, “We sell children’s shoes.” 

The trouble is that because the large bulk of the 
children’s shoe business, particularly in the smaller 
runs, is done on staple shoes—because we have be- 
come so accustomed to those shoes—we fail to recog- 
nize that there is a reason—a definite purpose for 
every one of them. 

We have robbed these shoes of all their romance 
and appeal. 

It is acknowledged that the advertisement we run 
tonight will not sell a pair of shoes tomorrow unless 
it is time for somebody to buy children’s shoes. Then 
the best thing we can hope to accomplish with our 
newspaper advertisement is to build a glamour, an 
atmosphere of desirability about our children’s shoe 
stock so that when the need does arise the mother 
will have a reason for coming to us. 

Have you ever stopped to think how many things 
you can say about an ordinary plain toe high shoe? « 

It is neat and dressy—yet sturdy and serviceable— 
an acknowledged leader in popularity for almost any 
wear—it laces and fits snugly to furnish added sup- 
port and frequently avoids strain even in strenuous 
play—it is the style that is most universally approved 
by pediatrists. : 

All that about any plain toe high shoe. Now what 
about the particular shoe you want to advertise? What 
about the construction, the upper, the insole, the out- 
sole, the lining? What about the last? 

[TURN TO PAGE 37, PLEASE] 
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Every Foot Delight Shoe contains the genuine Foot Delight 
Cushion —“Magic secret of lively feet that never tire.” 


1936 
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A great deal of Evans Kid is used in the famous Foot Delight Shoes. 
Bancroft Walker finds, as most manufacturers do, that dealers appreciate 
the superior points of Evans Kid. And what are some of these points? 
First of all, there’s uniformity in permanence of color, a deep pene- 
tration of color clear through the skin. No faded undertones will ever 
crop out on quarter and vamp of shoes which are fashioned of Evans 
Kid. “Pick a good line—and stick to it.” That’s good advice in buying 


leather as well as a line of shoes. John R. Evans & Co., Camden, N. J. 


SN Coans kid 


THE KID WITH A DEFINITE SALES INFLUENCE 
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PROUD OF ITS MEN’S HOSIERY SERVICE 


THE sale of men’s hosiery in shoe stores is usually 
an after-thought. When a new store is designed, the 
cabinet is stuck between the aisles or near the door— 
in a passive sort of a way o that the customer “may” 
think about hosiery in passing. 

But not so at the new Hassel Shoe Store in the 
center of the Chicago Loop. The entrance to the sell- 
ing floor is designed to give a complete picture of the 
footwear service of that shop. Paul Hassel, vice-presi- 
dent of Hassel Shoes, Inc., was the person responsible 
for equipping the new store. He selected walnut panel- 
ing to give the effect of a masculine interior, modern 
and classic in design. Simple, straight line designing 
throughout. 

He planned a hosiery section complete in every 
detail. The display counters for fancy hose in loose 
bundles; shelving with glass-front pull drawers for 
regular stock in sizes; and the illuminated top case 
for feature display. The center of the unit conceals 


A Complete Self-Contained Selling Unit 
at Hassel’s New Store, Chicago 


the wrapping counter, cash register and all the neces- 
sary items of service needed in the completion of a 
sale. 

The illumination of the store, a factor of vital im- 
portance in modern shoe selling, is by indirect light- 
ing. Sufficient light is given to give full value to every 
shade and color. 
ing to the season. 


Other accessories are sold accord- 


Light brown leather is used as upholstery and the 
floor carpeting is blue-green in color. 

Shoes and hosiery have progressed to the point 
where stores must be planned and re-modernized to 
fit into the spirit of the merchandise. This is the first 
of a series of examples of modern merchandising 
through the use of new equipment, and the diagram 
helps to illustrate the utility of the service section. 
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LIBRARY OF CONGRESS 
(UNITED STATES) 7,996,314 items 


BIBLIOTHEQUE NATIONALE 











(PARIS) 7,930,000 ITEMS 
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But there’s no doubt about the 


Riggest /Nag aye 


... the next biggest is only half as big! 


| iprsn week The American Weekly goes into more demand for products advertised in The American 
than 5,500,000 homes... double as many asany Weekly that accelerates turnovers. Retailers can stock 
other magazine! That’s the stupendous circulation these advertised products knowing that this powerful 
support manufacturers whouse The American Weekly _ circulation will produce the greatest sales volume. 


give you. That it does a bang-up selling job is proved P , 
by the fact that it reaches What The American Weekly is 


from lout of 5to1outof The American Weekly, the largest magazine in the 
every 2 families that buy _ world, is distributed through the 17 great Hearst 
the every-day necessities . Sunday Newspapers. 

and luxuries of life in the In each of 158 cities, it reaches one out of 


rich trading areas where every two families 
8 In 146 more cities, 40 to 50% of the families 


10% of all families live In an additional 139 cities, 30 to 40% 
and where 80% of all re- In another 171 cities, 20 to 30% 


AMERICAN tail sales are made! . . . and it reaches an additional 1,982,000 families 
WEEKLY Itisthis biggest buying in thousands of other large and small communities. 


THEAN ERICAN 
Sri WEEKLY 


MORE THAN NEAREST “*The National Magazine with Local Influence’’ 


5,500,000 COMPETITOR ‘ : , . 
CIRCULATION CIRCULATION Main Office: 959 Eighth Avenue, New York City 




















Left to Right: The Floridian (4712), Tan Crocodile; The Breton Club (4312), 
White Jack Buck; The Norwegian (4513), White Jack Buck and Tan Calf; 


Jarman presents - - - the key 


HOE MERCHANTS from coast to coast have been quick to grasp the 
S significance of America’s increasing trend to style and quality. The 
enthusiastic consumer reception, and greater mark-up of Frank Jarman Custom 
Shoes, opens a new avenue of dealer profit. According to our Frank Jarman 
dealers, thousands of men who have been forced to economize heretofore 


Prank ayman 


JARMAN SHOE COMPANY, NASHVILLE, 





The Newport (4501), White Jack Buck and Tan Calf; The Kenwood (4306), 
White Jack Buck; and The Aberdeen (4508), White Jack Buck and Tan Calf. 


to increased dealer profit! 


are proving that there is a definite demand for a quality shoe at six-fifty. 

Details of our dealer franchise, our full page, full color advertising cam- 
paign in The Saturday Evening Post and Esquire, and a Natural Color 
Brochure showing the new Frank Jarman Custom styles for Spring and 
Summer will be sent on request. Please address all inquiries to Department Y2. 


we Shoe 629 


TENNESSEE - Division G 1 Shoe Corporati 
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is distinctly a young man's 
shoe by virtue of its youthful 
styling. The long fuller toe, custom last is as British as its name implies. 
Discreet stitching, and long sweeping lines give it a cool appearance. 


Hand-welting makes it an extremely light and flexible shoe. 








QUAKER CITY 


presents 


A Young Man’s Shoe in Kid 


M \ 


in light brown kidskin. This is the kind of 

ny shoe you can sell for town wear this Summer with light flannels, Palm 
Beach or suits of tropical worsted. 

THE sport shoe is a country fashion. Promote it for this purpose. 

Town shoes of this character will create extra Summer sales by their 


well-styled lines. Feature them in flexible leather that allows the foot 


QUAKER CITY NO. 10 =e 
QUAKER CITY NO. 20 QUAKER CITY KID 


QUAKER CITY DIVISION 
ALLIED KID COMPANY 
519 West Huntingdon Street, - - Philadelphia, Pa. 
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THE FASHION APPEAL 
of the PERFECT leather 


for foot health 


For perfect foot health and authentic 
fashion, nothing can take the place of 
leather and no other leather can take 
the place of kid. 


The kid shoe is, therefore, a “natural” 
for every type of retail promotion 
during National Foot Health Week... 
attractive window displays... striking 
newspaper advertisements... and 
appropriate department “‘tie-ups.” 





For good and sufficient reasons, 80% 
of arch shoes are made of kidskin. It 
matters not whether you intend to 
promote smart arch shoes or walking 
shoes without arch features— you can 
best capitalize upon your unique 
opportunity by promoting them in kid. 

















NATIONAL FOOT HEALTH WEEK °° APRIL 13th to 18th 
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Customers know if as 


"The Shoe that Turns Hard Sidewalks 
into Soft Carpets” 


Dealers call it 


"The Shoe that Turns Lukewarm Cus- 
tomers into Enthusiastic Boosters” 
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AIRZSTEP 





Powerful national advertising in five lead- 
ing Women’s Magazines is making Air Step 


a request number by millions of women 


O wonder dealers say that Air Step is the one out- 
N standing profit opportunity for 1936! Besides 
being one of the smartest style lines . . . besides having 
a “magic sole”’ that can be easily and effectively demon- 
strated right in your store . . . Air Step is backed by the 
most powerful national advertising campaign ever put 
behind a new style shoe, as far as our records can 
determine. 


Air Step advertisements will total 
28,000,000 circulation 


Every day in homes—in offices—in stores—amillions of 
women are reading the storyof AIR STEP in their favor- 
ite magazines. Dramatically, forcefully, women of all 
classes and all ages are being told about this sensa- 
tional new shoe that turns hard sidewalks into soft car- 
pets . . . the shoe that has won the Good Housekeeping 
guarantee. They know about Air Step. They talk about 
it. They are eager to see it, to try it. Dealers who are 
featuring AIR STEP SHOES say they are the fastest 
movers they’ve ever known. Priced at $5.50 to yield a 
worth while mark-up. 


Nrowa Saoe Gora 


Manufacturers St. Louis 
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ENSEMBLES Sell / 


Sell a Washable Handbag with every pair of shoes. You 
won’t have to do much selling if you stock Du Pont 
“Pyralin” Handbags. They’re the kind of bag every 
woman wants and needs. Match them up with good- 
looking shoes— display them. They’re good - looking, 
economical, WASHABLE! Expert workmanship gives 

them flexibility—makes them durable. White and colors 


to match every shoe in the shop. No carry-overs with 


Pp Y R A L I N Washable Handbags—they sell too fast. Specify hand- 


bags made of Du Pont Pyralin this year. 


REG. U. S. PAT. OFF, 


Du Pont Viscotoip Company, Inc., Emprtre State Buitpinc, New York Ciry, N.Y, 
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“Invisible Windows” Increase Visibility 





So-called “invisible windows,” news- 
paper advertising and well-planned in- 
terior display were the media chosen 
to introduce Shirley Temple shoes to 
Boston during the week ended Febru- 
ary 22. This new line of footwear for 
children, made by the Green Shoe Man- 
ufacturing Company, was given its ini- 
tial showing by two of Boston’s large 
stores—the Jordan Marsh Company, 
and William Filene’s Sons Company. 
Although somewhat lighter in weight 
and daintier in style than shoes ordinar- 
ily sold at this time of year, neverthe- 
less sales were made—easily the most 
popular number being a ribbon tie. In 
this model there were even inquiries 
for whites. 


For the occasion the Jordan Marsh 
Company used one of two of its new 
windows which have been installed for 
experimental purposes. The horizon- 
tal and vertical members of the sash 
are bowed inward toward the back of 
the window, and the glass itself is 
curved. At the front of the window 
floor is a deep, curved trough, extend- 
ing the length of the window, lined 
with black glass which absorbs light 
rays which otherwise would be reflected 
from the window surface. The effect, 
as one looks through the window, is 
that of almost perfect transparency. 
The window-shopper is not conscious of 
the presence of glass between herself 
and the merchandise, 





How to Get Juvenile Customers 


[CONTINUED FROM PAGE 28] 


Yes, believe it or not, it is possible 
to write an advertisement and really 
say something of genuine interest and 
importance about every basic staple 
style in your children’s shoe stock. 

And conceive, if you can, the com- 
pletely favorable impression that a 
series of such advertisements, inter- 
spersed with an occasional presenta- 
tion of a snappy child’s or misses’ or 
growing girl’s oxford, would leave 
with the mother you are trying to 
sell. 

Newspaper advertising of children’s 
shoes need not be dull and ineffective. 
It can be interesting and result-get- 
ting. But, because sales are not made 
on a flash-in-the-pan basis your news- 
paper advertising of children’s shoes 
cannot be efficient unless it is consis- 
tent. 

In newspaper advertising we can, of 
course, approach and impress the 
mother. But in this sophisticated era 
when children—and most parents, for 
that matter—no longer believe that 
youth should be seen and not heard, 
it is important that we gain favor 
with the child as well. 

Once we have had an opportunity 
to make the personal acquaintance of 
the juvenile consumer we have access 


to the use of toys and novelties. Few 
will—and none can—question the merit 
of this means of creating good will. 
But while the gift, naturally, must be 
an inexpensive item it can and should 
be of a fairly substantial or lasting 
nature. 

Experience will show that the gift 
which is distributed promiscuously— 
just handed out—is very lightly re- 
garded by the recipient. 

On the other hand, the gift that 
is presented after the purchase of a 
pair of shoes has a somewhat glorified 
aspect. To the mother it is a token 
of appreciation rather than a bribe. 
To the children it is a recognition of 
their importance. It is an object to 
be displayed to their friends with all 
due credit to you. It has an exclusive 
air because getting it involved the 
purchase of a pair of shoes at So- 
and-So’s store. 

Used judiciously the gift idea is an 
effective method of making both the 
mother and child want to come back. 

That is an important angle. The 
more we can make our children’s shoe 
advertising impress the two purchas- 
ing factors— mother and child — the 
more efficient will be our expenditure 
in this direction. 
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In dressing windows and _ interior 
displays, liberal use was made of Shir- 
ley Temple dolls, and the Jordan Marsh 
window, in addition to dolls, used 
clever wood cut-outs representing girls 
in different age groups. These were 
posed on the top step of four-step dis- 
play units, lower steps being used for 
the display of footwear. 





Start Spring With a Style Show 
[CONTINUED FROM PAGE 19] 


smart footwear. In other words, a wo- 
man is vain until she dies. 

“This opens up a tremendous range 
of sales possibilities, if salespeople were 
imbued with the vital importance of be- 
coming closer students of human 
nature.” 

The Dalsimer store was founded 60 
years ago by Sylvan Dalsimer and is 
still actively directed by Herbert Dal- 
simer, Milton Dalsimer and Sylvan 
Dalsimer, 2nd. The original location on 
Ninth Street above Market was out- 
grown 40 years ago, and the store was 
moved to 1204-08 Market Street. For 
the past six years the Dalsimer store 
has been located at 1211-13-15 Chestnut 
Street. Every Philadelphian remem- 
bers the famous slogan: “’Tis a feat 
to fit feet.” 


John Ward Stores Advance 
Prices 50 Cents 


NEw YorRK—The upward trend in 
shoe prices was brought forcibly to the 
attention of the male portion of the 
population on Monday of this week, 
when the John Ward stores advanced 
their price from $5.50 to $6.00. The 
advance was heralded last week by 
window streamers and_ stores were 
thronged, particularly on Saturday, 
with customers eager to get in under 
the wire. 

Regal stores are still selling men’s 
shoes at $4.45 and $5.55, but window 
cards call the attention of the public 
to the fact of the advancing leather 
market, and state that these prices are 
made possible by favorable purchases 
of leather last Fall. “No change in 
Regal prices yet; no change in Regal 
quality ever,” window placards pro- 
claim, and the public is permitted to 
draw its own conclusions. 

“These prices end March 14th,” states 
London Character Shoes, whose stocks 
have been marked down to $4.85, $5.85 
and $7.85. Walk-Over stores are in the 
final week of their sale, with men’s 
shoe prices ranging from $3.95 to $8.50. 
Luggage tan, natural calf and Spring 
shades of brown dominate the windows, 
with fewer black shoes seen than in 
many seasons. 


Celebrates 79th Birthday 


ATLANTA, GA.—J. K. Orr, president 
of the J. K. Orr Shoe Company, re- 
cently celebrated his 79th birthday, 
receiving the congratulations of his 
friends in all parts of the country. 
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Giant Keproductions 


OF THIS COLORFUL PICTURE 
FOR WINDOW DISPLAYS 


«+ Without Cost! 





Actual size 3 ft. x 4 ft. in full color 


HEE’ the kind of thing that STOPS 

“ prospects and MOVES merchandise. 
Dramatic interest and new life to your shoe 
displays. Promoting the idea of the COM- 
PLETE shoe wardrobe—‘‘A SHOE for every- 
thing you DO!” 

Copies of McCall’s Magazine in which this 
cover appears will also be sent you free for 
use in your display. These copies will tie 
McCall’s Style Prestige and McCall’s large 
circulation in your community to your display. 

The opportunity is unusual. The sales pro- 
motion possibilities are great. The cost is 
nothing. Write or... 


USE THIS COUPON...MAIL IT TODAY! 





McCall’s Magazine, 235 Park Ave., New York City 

Gentlemen: Please send two copies of the dog and shoe cover en- 
largements, which I want for display purposes. Also 2 copies of McCall’s 
Magazine containing this cover. All without charge. 
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Melville Unit Sales Increase 
18.1 Per Cent 


New York—Melville Shoe Corporation’s report of busi- 
ness for the year 1935 indicates an 18.1 per cent increase 
in unit sales for the year and a total pairage of 9,085,155. 
The stores now number 599 Thom McAn and 10 John 
Ward Shops. The prices prevailing in Thom McAn stores 
as of March 2—$3.30 for men’s shoes, and in the John 
Ward Shops—$6 for men’s shoes. 

President Ward Melville reports: “Gross sales and net 
income were the largest in the history of the organization, 
the net for 1935 totaling $2,013,412 on sales of $30,355,524, 
compared with net income of $1,692,913 on sales of $27,- 
215,928 in 1934. 

“It was a year of stress and uncertainty in social rela- 
tions, yet the adherence of the company to its long stand- 
ing policy of improved wage scales whenever such are 
practicable, and its decision to continue the reasonable 
and fair schedules of work-hours set up under the National 
Recovery Administration, resulted in a strengthening of its 
labor position. 

“The men and women selling the Melville products earn 
above the average for work of the type in which they are 
engaged. It continues to be the intention of the company 
to increase these earnings whenever it is practicable to do 
so consistent with good operations. On an annual basis, 
the increases granted to the sales force during the past 
year aggregated $125,000.” 


Thom McAn Store Remodeled 


Co.umsus, On10—The remodeling of the Thom McAn 
shoe store, 147 N. High Street, has been completed, in- 
cluding the installation of a modern design store. front, 
and a new long period lease for the location signed by 
the Melville Realty, Inc., operators of the Thom McAn 
Stores, it was announced recently. The adjoining room 
has been incorporated into the new store, doubling the 
former floor space and facilitating the handling of recent 


business increases. 


Fontius Plans Remodeling 


Los AnceLes, CaLir.—Remodeling plans have been per- 
fected by C. H. Fontius for his Ground Gripper shoe store 
on Olive street. Work will start in a week or so. New 
windows are to be installed, while the plans call for an 
extensive changing of the interior. The selling space is 
to be given more room, a move necessitated by the steadily 
increasing trade; a new wall to wall carpet will be laid, 
while more open fixtures are to be built in keeping with 
the trend for open displays of shoes. 

A “Coming of Age” opening will be held on the com- 
pletion of the work, as this marks the twenty-first year in 
which Mr. Fontius has operated his Ground Gripper shoe 


store. 
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LEONARD HICKS— MANAGING DIRECTOR 


at the 


HOTEL MORRISON 


CHICAGO 
6 DAYS IN JUNE 


SPONSORED BY TOM SADLER—THE SHOEMAN'S FRIEND 


@ This is a “no profit” show conducted for the good of shoe 


BOSTON OFFICE: 125 LINCOLN ST., BOSTON, MASS.—Tel. Liberty 1471 


manufacturers, wholesalers and buyers. There is no par- 
ticipation fee. 


There will be no overcharge on any display room or sleep- 
ing room during this show. No extras of any kind. Regu- 
lar rates will prevail throughout this buyers’ week. 


The industry’s approval of this new, non-profit way of 
running a show for shoemen is demonstrated by the flood 
of unsolicited reservations. One quarter of the available 
space is now taken. Early reservation of display and 
sleeping rooms is necessary. 


WRITE ° 
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A. L. SANGER 


A. L. Sanger of C. J. Gayfer & Company, Inc., 
Mobile, Ala., on women’s shoes: 

“Women’s shoes for Spring and Summer as seen 
by an Alabaman, are a colorful array of leathers, 
patterns and heels. 

“Marine blue leads the color parade for early wear, 
in our store. By that I mean to about April 15. I 
bought shoes in this color in the following types: One 
eyelet ties on 18/8 Continental heels; two eyelet ties 
on 17/8 Continental heels and four eyelet oxfords on 
16/8 heels. The majority of these shoes were bought 
in perforated patterns. 

“Following blue for early Spring wear, in my 
opinion, is patent leather. I bought several sandals 
in patent, some on 10/8 heels, but the majority on 
18/8 and 20/8. We expect to promote patent and 
marine blue very strongly, then go into our white and 
combinations. 

“To me, the all-over white shoe is still the shoe this 
Spring and Summer. I have bought it in kid, buck, 
reversed calf and smooth calf. We have sandals from 
13/8 up to 20/8 heel bought in all types, square toes 
and heels to the dressiest of these types—even a white 
suede with white patent trimming. I also have bought 
in white, one eyelet kid ties 18/8 heel, one eyelet buck 
17/8 leather heels, four eyelet oxfords preforated on 
16/8 heel and even on 15/8 heels. White reversed calf 
will be a good shoe for us on a 12/8 leather heel, 
sport oxford Ghillie type and also other patterns using 
a shawl tongue. 

“IT look for the returning wide strap to be the big 
shoe. I have shoes in all white buck on an 18/8 last, 
others in white buck trimmed in either bourbon or 
ginger brown on 17/8 and 18/8 heels, and using either 
a built up leather or on others a covered heel. At 


SPRING 
Starts in the South. 


Weather or No. with Mardi Gras 


Two Commentators on Style Picture the Early 


Season for Men and Women 
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JESSE ADLER 





present, I doubt if I have bought enough of these 
wide strap shoes, as I think they will ‘go to town’ and 
badly hurt the oxford spectator type that has been so 
good the past two or three seasons. 

“I have bought two patterns of sandals to be made 
in several shades of bright suede. This shoe should 
go over with us as we tried it out last year and had 
some success with it. These shoes will be cut out more 
through the vamp than our other sandals, and built on 
a 20/8 Continental heel. We are also going to have a 
few shoes using chamois suede and I have combined 
one of them with ginger brown trims. This will be 
no volume shoe, but it should be in stock as a style 
representative. 

“In a limited way, we will do some business on 
square toes and square heeled sport oxfords, but that 
is the only way I have bought these toes. None of them 
has been bought in heels higher than 13/8. To me this 
type of shoe will not be a volume seller but will be 
in the style picture. However, we will have a showing 
of these types. 

“As I see it this Spring and Summer will be refresh- 
ingly new, for the return of the wide strap and the 
use of the new brown shades, ginger and bourbon on 
white, will make women more shoe conscious than 


ever.” 


Jesse Adler, of Adler Shoe Co., New York— 
our Hollywood-Florida correspondent—gives us 
the story of men’s style as he sees it in the Southland. 

“Man has finally gotten away from the dull drab- 
ness and colorless era of the past and has blossomed 
forth in color, gayety and life. The great outdoor life 
of the South not only means sun-tanned faces but 

[TURN TO PAGE 56, PLEASE | 
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Inside... Outside... 


all around the house 





y 
iy 4 Every retailer who has seen the 
Sliporshu has burst out with 
some such remark as this: “First really nov- 
el slipper I’ve ever seen!” ““Wonderful for 
spring and summer selling!” “Greatest idea 
ever!” ‘How soon can I get them in the 


store?’ It’s easy to see 








why the Sliporshus 
are taking the 


Showing two interesting 
combinations— The Slip- 
orshu in brown calf and 
white buck..all white buck 
with brown calf strap. 


trade by 


Miah Apps 


Sliporshu 


L. B. 


WAKEFIELD 













storm. A man can wear a pair outdoors as 
well as in; he can wear them while driving 
the car, when he’s entertaining at home. 
They appeal to every man, for they have 
the soft, easy comfort of a slipper and the 
appearance of a shoe. Retailing at $5 and 
$6, they may be had in the popular colors 
of buck, kidskin, and calf leathers. Rather 
than risk disappointment on shipments, 
send in your order immediately for three 


weeks’ delivery. 


EVANS’: SON : CO. 


MASSACHUSETTS 
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This is quoted from the current style 

talk which is memorized by every 

sales person in the several May Co. 

shoe departments. Each man and 

woman have their own copy for im- 
mediate reference. 
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Suits are definitely important for spring fashion. Gray and blue 
are the leading colors. 


Too many matching accessories can kill a costume; nothing could 
be worse (for instance) than a navy blue suit with navy shoes, 
bag, belt, gloves and hat. Accessories should be scrambled— 
using two or even three accent colors instead of one. 


The following are sample charts, showing how a basic dress may 
be varied by its accessories: 
Carrot tan shoes—Gray suit, carrot bag, bright blue 
blouse and gloves, gray hat. 
Carrot tan shoes—Navy blue suit, carrot bag and 
gloves, pale blue blouse and hat. 


Carrot tan shoes—Black suit, carrot bag and belt, 
white gloves and blouse, black hat. 


Gray shoes—Navy blue suit, gray gloves, bright 
green blouse, bright green bag, navy blue hat. 
Gray shoes—Black suit, gray hat, citron yellow 
blouse, citron yellow gloves, black bag. 
Navy blue shoes—Gray suit, navy blue gloves, bag, 
belt, pale blue blouse and hat. 

or 
Navy blue bag, gray gloves, gray hat, scarlet blouse. 
Black shoes—Gray suit, black bag, pale green gloves, 


blouse, hat 
or 


Black bag, gray hat, chamois gloves and blouse. 


Carrot Tan shoe is smart with all tweed mixtures. Use Carrot 
shoes, bags and gloves, choose one of the bright colors in the 
tweed for other accessories. 


Carrot looks well with all bright colors, with the exception of red 
and violet; with nearly all pastels. When using Carrot with a 
bright color or paste! it is often well to match only the shoes and 
bag, and suggest beige gloves to match the stockings. 


Gray shoes and gloves are smart with all bright colors and pastels. 
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Promotion 








THIS job of being a shoe buyer has changed tremen- 
dously. Right now, any shoe buyer, regardless of where 
he may be or the size of his store, or what grades of 
shoes he carries, must be a competent style selector first 
and a size buyer last. . 

A shoe buyer must not only know how to buy styles, 
but must also possess the necessary information on how 
to sell and how to promote style-right shoes. 

Size buying is reduced to a mathematical basis with 
separate schedules for nearly every type and price line 
in the house. Every man must work out his many indi- 
vidual size-buying schedules, type by type. That is ele- 
mentary. 

The success of the present-day buyer depends very 
largely upon the proper selection of merchandise for 
his particular clientele. Buyers are competing not only 
against each other, but are matching their wits and 
judgment against a constantly changing style market. 
Consumers know much more about the merchandise 
they are buying than they did in the past. 

A buyer must use every possible source of informa- 
tion and must study the demands of his customers as 
carefully as he must study the offerings of his manu- 
facturers. A complete advance knowledge of all mar- 


What Joseph H. FERGUSON, Buyer of Women's and Children's Shoes in the May Co. 
store, Los Angeles, told HARRY R. TERHUNE about 








THE BUYER'S JOB 


kets in ready-to-wear, in gowns and even in hats and 
other accessories is most necessary. A buyer must per- 
sonally visit everyone interested in style merchandise, 
when in the market. Some people are recognized au- 
thorities on sportswear, others on street, while a third 
group are specialists in evening things. All must be 
visited and studied in turn. 

Trade and fashion magazines are a good source of 
reliable information. This department alone subscribes 
to eight or ten of the leading publications and reads 
them, too. All these books are immediately passed on 
to the boys on the floor so that they can quote authori- 
tatively to their customers. Fashion information to the 
sales force is considered so vital here that a multi- 
graphed copy of the current style picture goes to every- 
one on the floor every few weeks. A copy of this bulle- 
tin is also sent to the window and publicity departments. 
These bulletins are of great importance, for even in 
a community which is so high style minded as is Los 
Angeles, our boys on the floor find many customers 
who have not grasped current style trends. Quoting 

[TURN TO PAGE 44, PLEASE] 
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SHOES FEATURING KISTLER “BENCH BRAND” SOLE LEATHER 
CAN BE CONSIDERED DESIRABLE THROUGHOUT 









Our illustration supports that contention, 
revealing as it does those manufacturing quali- 
ties with which KISTLER “BENCH BRAND” 
outsoles blend so satisfactorily to create mer- 
chandising value. It is such a combination that 
makes the work at the fitting stool easier, more 
profitable and encourages the customer to buy 
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THIS CHART REPRE- 
SENTS A SIDE OF 
LEATHER. THE PART 
USED FOR KISTLER 
“BENCH BRAND" 
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and look at the new merchandise you 
have placed on display. 

Spring, of all seasons of the year, 
is the season of window shopping. Af- 
ter the long Winter, people take to 
the streets again. They are glad to 
walk, and they are no longer in a 
great hurry to reach their destination 
and get indoors, out of the cold, in- 
clement weather. They saunter idly 
in the sunshine and pause to look into 
shop windows, or in the evening, on 
the way to theaters and places of en- 
tertainment, they take time to see 
what’s on display. So every store 
should take special pains to spruce 
up its windows in Springtime. 

Spring windows should express the 
spirit of Spring, and that isn’t diffi- 
cult for the display man who gives 
thought to color and to the effect of 
those small but extremely important 
decorative touches which often play a 
major part in the success or failure 
of a display. Consider, for example, 
the beauty and simplicity of the Bon- 
wit Teller group which we illustrate 
this week. This is a simple floral set- 
ting, another theme that is by no 
means new in window decoration and 
that has been used time out of mind 
for Spring shoe windows. In this case 
it has been worked out so simply and 
deftly that a charming effect, expres- 
sive of fashion and beauty, has been 
obtained without a great deal of ex- 
penditure and with elements of a char- 
acter that will be found readily avail- 
able anywhere. 

We show two children’s shoe win- 
dows in the REcoRDER this week, and 
children’s windows are worthy of spe- 
cial study at this time, when Palm 
Sunday and Easter are only a few 





Spring Styles in Windows 


[CONTINUED FROM PAGE 24] 


weeks away and one of the biggest 
children’s shoe selling seasons of the 
year lies in the immediate offing. If 
you operate a children’s department, 
this is the proper time to take thought 
and decide what you will do with your 
children’s windows for Palm Sunday 
and Easter, for the Spring selling sea- 
son that follows Easter, and right 
through graduation time to the vaca- 
tion period. It’s most important to 
remember that the child of today is 
fully as discriminating a customer as 
the parents or older brothers and sis- 
ters. It is necessary to know what 
sort of shoes will appeal to the boy 
and the girl, and for what purpose 
and occasion they will be used. Then 
you should strive to build a display 
that will reach out to the minds of 
the youngsters through their own men- 
tal processes. In other words, the 
window should interest the boys and 
the girls as well as the parents. 

In a promotion season like this, it 
is always well to tie up the windows 
with newspaper advertising that may 
be running in the papers featuring 
the same types of shoes. Observe how 
cleverly the S. J. Brouwer display idea, 
which we illustrate with this article, 
ties up the sale shoes shown in the 
window with the sale ads in the paper. 
It is always a good practice to do 
this when ads are running simul- 
taneously with window displays, for 
you thereby obtain the advantage of 
a double selling impression, with win- 
dows and advertising pulling together 
to reinforce one another, and to serve 
the common purpose of getting cus- 
tomers interested enough to buy your 
shoes. 





Style Selection and 
Style Promotion 
[CONTINUED FROM PAGE 42] 


from the bulletin or even letting the 
customer read it, is often the means of 
making many warm friends for our shoe 
department and incidentally producing 
extra sales. 

The occasion of a woman asking for 
a pair of brown shoes to match a brown 
dress, who finally bought a pair of rust 
and a pair of blue on the style recom- 
mendation of the salesman, is a regu- 
lar occurrence. Often a boy will sell 
from three to five pairs of shoes at a 
sitting because he knows his fashions. 

There are many sources of informa- 
tion for every line of merchandise, and 
I want to stress these sources: First, 
the buyer must work out a buying plan 
before going to market, and arrive at 
the correct quantities of each price 
range used in his department. This, 


of course, is had from past seasons’ 
records. Here we keep a daily record 


of the number of pairs sold in each 
price range, also quantities of each 
color and material. In addition to this, 
we keep a perpetual size inventory and 
from these records we can easily deter- 
mine how many $6, $10, $18.50 or any 
other priced shoes we can use for cor- 
responding months. A compilation of 
this information before one on a buy- 
ing trip serves as a constant reminder 
not to over-buy on any one price range, 
color or material. 

A good buyer will concentrate on as 
few manufacturers as possible in order 
to do the best job. This does not mean 
he should not shop at other sources to 
check up on his key manufacturers, to 
see if they continue to be outstanding. 
Key manufacturers are the producers 
of the best merchandise at the lowest 
prices suited to the store’s needs. 

The buyer should also form an 
acquaintance with other manufacturers 
and salesmen and should keep in close 
touch with the manufacturers of raw 
materials. He should always find time 
to listen to visiting salesmen and to 
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look at as many lines as possible. Sales- 
men will often give the buyer informa- 
tion in return for this courtesy, even 
though no orders are given them. 


Certain manufacturers are making 
definite distinct types of shoes, so 
source selection is largely a matter of 
what one manufacturer can offer. Every 
manufacturer in the style business will 
have the necessary patterns; hence, 
selection of sources of supply is_ far 
more important than picking a tricky 
pattern here and there. 

Even the buyer who has a limited 
business can specialize and purchase 
from few houses if his sources are 
picked intelligently. Style buying is not 
a complex job but a fairly simple one 
to the buyer who gets his information 
from the right channels. 

It is well to check up constantly on 
your competitors’ advertising and to 
watch closely the advertisements of the 
leading stores throughout the country. 
The buyer who watches the other fel- 
low’s ads will gain a lot of informa- 
tion. They may be advertising some- 
thing he has missed. 

Window shopping is a splendid habit. 
Smart windows always tell the story 
of what is new. As a result, one can 
learn a number of things from windows. 
Out-of-town buyers going into the mar- 
ket should shop windows before visiting 
the sample rooms. 

Buyers going around the market 
should visit other stores’ in order to 
get acquainted with the other buyers 
and exchange ideas with them. 

The most important factor in buying 
and merchandising is to keep a well 
balanced stock. It is much better busi- 
ness to pay more for wanted merchan- 
dise than to buy price lines which are 
not in demand. 





Pasadena Department Enlarged 


PASADENA, CALIF. — The women’s 
shoe department in the F. C. Nash & 
Co. department store, which is oper- 
ated by the J. E. Spain Shoe Co. of 
San Bernardino, is being enlarged to 
nearly twice the present size. The en- 
tire Dr. Locke department is being 
moved across the aisle to a section of 
its own. The space formerly occupied 
by these shoes will be given over to the 
enlargement of the Peacock depart- 
ment. In this way both lines will have 
much more room and will be separated, 
although adjoining. A. S. Cockrell, 
manager, reports a healthy increase in 
both women’s departmenis. 

The men’s shoe section in this store 
is leased by A. Metzger. Since mov- 
ing his department to a better location 
he is experiencing twice the business 
of a year ago. Much of this is trace- 
able to the better position of the de- 
partment and to the added lines now 
in stock. The sport shoe trade, Mr. 
Metzger finds, has started up much 
earlier than usual, which, to him, in- 
dicates a long, profitable season. Crepe 
soles are especially good, with the all- 
white much in the lead. In the leather 
soles, white buck with brown calf sad- 
dle is his No. 1 seller for Spring. 
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The Last Comes First 


[CONTINUED FROM PAGE 21] 


bottom. However, among the exclusive, 
there remains the “short forepart,” 
which for the want of a better expres- 
sion may be termed a “full toe cus- 
tom.” The extension of this last is 
about % of a size, with a close coupled 
back part, to produce a shorter effect 
in the appearance of the shoe on 
the foot. The vamp and tip are cor- 
respondingly shorter than used on the 
regular run of shoes. There is a 
slight tendency to duplicate this idea 
in the cheaper lines, but invariably, 
the toe used is the narrow custom. 
The shoe produced has too much of the 
appearance of what was formerly 
termed the “needle toe.” 


Adaptability of Lasts 


It is a peculiar ‘thing about the 
adaptability of certain types of pat- 
terns to certain types of lasts. Some 
look good while others look very un- 
attractive. It is not often that a bal 
and blucher look equally as good on the 
same piece of wood. Heretofore, as 
well as today, we familiarly talked 
about a good bal or a good blucher 
last. The same thought applies to a 
plain toe, for not every last will take 
a capless toe and be a good seller, hence 
we speak of certain lasts as a “good 
plain toe.” Usually a last man or a 
shoe manufacturer starts out with a 
definite idea of the style of shoe he 
wishes to develop so the wood will be 
best adapted for proportions and bal- 
ance for the shoe to be promoted. 


An All Round Last 


As indicated a moment ago, there is 
a trend of an English type of last that 
has worked out beautifully for bal, 
blucher and plain toe, inclusive of the 
wing tip. Such a number that pro- 
duces stylishly appealing merchandise 
is a boon to any department. The more 
numbers that are movable, built over 
the same last, is a tremendous asset. 
The shoe fitter learns how to fit the 
last. He becomes familiar with its 
characteristic relations and adapta- 
bility to the feet of the store’s clientele. 
It comes to mind, that a clerk in an 
outstanding store, became nicknamed, 
“112 Smith,” because he always picked 
on the No. 112 last and sold so many 
of them. With such an intimacy and 
confidence in the fitting qualities of 
any one of a half dozen numbers on 
the same wood, time spent selling a 
customer is reduced. In contrast, one 
is reminded of helping a customer com- 
plete his wardrobe of shoes from the 
varying styles on the shelves, when it 
is necessary to fidget around with any 
one of three or four styles of lasts 
which, perhaps, all have different 


measurements as previously outlined. 
Before the fitter is through completing 
the wardrobe, he may find it necessary 
to sell the customer several styles of 


lasts and then with a smattering of 
7% C’s, 8 B’s or 7 D’s. The customer 
is confused that so many different 
sizes are “wished” on him. As long as 
our set-up is constituted by so many 
styles on so many lasts, so much liabil- 
ity will there be for complaints of 
imaginary and actual misfits. 


Special Lasts 


Some types of footwear require 
specially constructed lasts. The pump 
is so made to accommodate the strip 
effect of the vamp that the last is pre- 
cluded from any other use. It is so 
with the dress riding boot. The mea- 
surement of the wood is necessarily 
placed in such a manner, to allow the 
foot into the boot, that this last, also, 
is useless for other purposes than in- 
tended. 


Foot Distortion 


Lasts are responsible in a very large 
measure for the departure of the feet 
from the normal lines of childhood to 
the abnormal lines of adult life. The 
distortion of feet as a part of the old 
Chinese religious tradition is a good 
example of the manner in which feet 
can be deformed through continuously 
persistent pressure. The feet flexibly 
jointed, as they are, take on the con- 
tours of the measurement to which they 
are subjected. With the civilized, such 
contours and measurements are in 
shoes. The deformities are multiple. 
Any distortion is indicative of a de- 
formity. The common distortions best 
illustrative of the effect of unnatural 
pressure are corns, between the toes or 
specifically at the head of the fifth 
metatarsal and the end of the same 
toe. Callouses, too, on the side of the 
big toe and almost any place on the 
plantar surface under the heads of the 
metatarsals. Frequently, too, callouses 
appear on the instep over the schaphoid 
bone. Morton’s toe, or an enlarged and 
sensitive bunion joint (Halgus Valgus) 
bespeak the same story. Ingrown toe 
nails and hammer toes are the result 
of the same cause—pressure. The 
hands are not unlike the feet. Any un- 
due or unnatural pressure results in a 
blister or callous when persisted in. 
For the most part, that “burning” 
sensation of the bottoms of the feet 
denotes pressure, just as a_ blister 
across the big toe or a “bite” at the 
vamp seam. 


Dan Cohen Openings 


CINCINNATI, OHI0O—The Dan Cohen 
Company will open three new stores 
and a new shoe department during the 
month of March. The stores will be 
opened in Indianapolis and Richmond, 
Ind.; Springfield, Ill., and the depart- 
ment in Detroit, Mich. 
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Fashions Reported from Paris 
[CONTINUED FROM PAGE 23] 


not now employ the square toe. All 
lacings are flat, and vary from narrow 
ribbon-like strips to inch-wide straps 
fastening in long loops and ends on 
sandals, or winding twice around the 
ankle to buckle in front. 

Designs for street or walking shoes 
are largely inspired by sports oxfords 
of the peasant type. Thong lacings, 
scalloped appliques and stitchings are 
characteristic of this group. One model 
is in green suede trimmed with brown 
grained box calf; another is a four- 
eyelet suede tie featuring three novel 
cut-outs. 

For afternoon wear, the high-heeled 
pump is given the preference. In this 
category is “Visite,” a black suede 
pump with simulated two-button fasten- 
ing at side-front. All the free edges 
are “pinked” in tiny sawtooth design, 
outlined near the edge with a narrow 
braid. The “Ritz” has a tongue in the 
form of an open square, the cut de- 
signed to show the stocking as well as 
lighten the effect. 

Two evening models are particularly 
interesting. One combines stitched leaf 
motifs of gold kid and black crepe de 
chine, in a classic high-heeled pump 
form. The other in stitched gold kid, 
which, instead of fitting closely over 
the instep, is looped up in a stiff small 
godet. This is inspired by dressmaking 
designs. Enzel uses the flat, low heel 
for the latter model, and sponsors, 
generally, the low evening heel for 
Spring and Summer formal wear. 

The double welts occur in sports 
shoes. “Salzburg,” in this group, is 
suede with contrasting kid trim, the 
double welt repeating the two colors. 
Mountain districts of the Tyrol, Scot- 
land and Norway inspire the sports 
models. Notably Scotch is “Whisky,” 
a ghillie in brown suede with box calf 
trim, the wide cut-out vamp crosslaced 
with flat leather lacings. These are 
brought twice around the ankle to tie. 
The fringed leather piece on the toe 
is repeated on the back of the counter 
as a whimsical note. 

Among the sandals is a Summer shoe 
named “Oslo” in pastel suede, decor- 
ated with narrow zigzag appliques in 
multi-color kid. “Salzburg” is also an 
outstanding sandal, with novel strap 
fastening derived from the suspender 
buckle of the Tyrolean costume. 

The Olympic Games are responsible 
for “Olympia,” a linen shoe with the 
five Olympic rings applied in kid in the 
five authentic colors, red, white, blue. 
yellow and green. 





F. E. Dyer Named Manager 


BIRMINGHAM, ALA.—F. E. Dyer has 
been made manager of the Cannon 
store on Third Avenue, North, here. He 
succeeds R. R. Gibson, who has been 
transferred to South Carolina. Mr. 
Dyer came to Birmingham from Mont- 
gomery. 
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Sina rt Shops 


for Smart Wear 


Modern, smart merchandise needs the proper back- 
ground and setting, if it is to sell profitably. 


Many merchants today are needlessly handicapping 
their business by trying to sell 1936 merchandise in 
a 1910 store atmosphere. It just won't work... . 
People are modern minded. They have become 
particular, not alone in what they buy, but where 
they buy it. And if your store isn’t attractive, colorful 
and inviting, your trade is going to drift away to 
other stores more modernly equipped. 


Modernization is sweeping the country and its 
benefits are eloquently told in the many reports 
made by merchants who have experienced immedi- 
ate and substantial upturns in sales and profits, 


, GRAND RAPIDS STORE 
EQUIPMENT COMPANY 


Main Offices 
Grand Rapids, 


Branch Offices and Representatives in Principal Cities City 


and Factories: 
Michigan 





Hassel’s, Chicago 
Grand Rapids Planned and Equipped 


following such a program in their stores. Increased 
volume, lower overhead, greater profits — these are 
the tangible and sure results. 


This organization, with a nation-wide experience of 
nearly forty years, is ready to help you, as it has 
helped hundreds of other merchants, large and 
small. There is a Grand Rapids representative near 
you who will gladly call and tell you of our store 
planning service and the new and modern line of 
store equipment which we have designed to meet 
present day requirements. 


Or, write us for further information. The coupon is 
for your convenience. 





MAIL THIS COUPON TODAY 





ya 8.3 


Grand Rapids Store Equipment Co. 
Grand Rapids, Michigan 


Please send us further information on your 
Store Planning Service and Equipment. 


Name__ st tC(tCtsCstCSC AA dd dress 








State a 
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ANDAL STRAPPING, 


~NEW AND IN STEP WITH 
FASHION’S STRIDE 


» 












To Manufacturer and Retailer alike, Texoid Sandal 

Strapping presents a fine opportunity to develop additional 
appeal in Sandals. 
New and attractive designs in several color combinations 
are available. A special chemical treatment makes this 
material practically waterproof and gives it outstanding 
durability in wear. Texoid conforms easily to the sume 
of the foot. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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Building Men's Business 


Good Shoes, Well Advertised and 
Well Sold, the Foundation of Success 


® OME interesting angles in the development of the 
men’s business were revealed in the course of a con- 
versation with A, Bender, men’s shoe buyer in The 
May Co. store, Los Angeles. 

This shoe department carries very few shoes at 
$5.00, but a complete lme at $6.00, then a jump to 
$7.50, with various prices on up to $13.50. When 
it was stated there was no question but that the $8.50 
to $10.50 men’s business was coming back, and that 
there were certain definite reasons why it was coming 
back, the reaction was, “Here is a store that knows.” 

Some men bought the top grades, then were forced 
by circumstances to drop down to $5.00 and $6.00 
grades. A few of these immediately went back to their 
former makes just as soon as they were able to do 
so, while others still stayed in the $6.00 group for 
they got mighty good shoes at that price. Now to get 
this latter group, and any man for that matter, to pay 
from $8.00 up for his shoes it is necessary that some- 
thing different be offered him. 

This business must be built and developed in‘ just 
the right way. Good shoes must be outstanding, well 
advertised and well sold. A buyer must build in 
something different from the regular shoes which will 
appeal to a man. In the $8.00 shoes sold here is 
one line having a punched Gro-Cord innersole which 
stays perfectly smooth. Many men have had trouble 
with innersoles which curl up and which are not flex- 
ible. This one appeals to many who are on their feet 
a great part of the time. 

That is one example of the many details which can 
be built in shoes. Details that cost more money and 
obviously make the shoes worth more money. A man 
looks for his money’s worth today when he buys a 
pair of shoes. If a buyer does not have the shoes, 
plus a complete fitting size range, he is just out of luck. 

Here most all the numbers are carried from triples 
to D and sizes to 12 in many and even to 14 in some. 
Nearly all the stock is specially made, so it is not 
unusual to have several orders going through the va- 
rious plants at one time. Purchases can be arranged 
so as to always have a complete range of sizes on the 
shelves, even though the store is a long distance from 
most of the sources of supply. 

Every man on the floor here is an able shoe man, 
well qualified to fit and sell shoes as they should be 
sold. Selling shoes right is a most important job. 
Few men’s shoe departments have an X-ray machine. 
Mr. Bender finds the one he has had for some time 
to be a great help in selling good shoes and in mak- 
ing friends for the store. 
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Tt public is fickle — ever ready to change buy- 
ing habits, to leave old favorites in the face of 
more modern appeal. Your standing with this ac- 
tive parade of spenders is of vital importance to 
your profits this year, and every year. Act now! 
You can most effectively stimulate sales with a 
modern ZOURI Store Front designed by your arch- 
itect to stop, show and sell today’s customers. 


@ THE IMPORTANCE OF METAL in 
up-to-date store fronts is obvious. Zouri 
Metal members are used to hold plate 
glass, to house and protect the awning 
roll, to furnish interesting ornamentation 
and contrast, and in the newer designs 
to face the entire front with appealing, 
durable Zouri metal—so easy to keep 
clean and bright. 


@ A REVOLUTIONARY NEW STORE 
FRONT CONSTRUCTION with aluminum 
or bronze store front members, in heavy 
(extruded) construction. Spring-set glass- 
holding members introduce a new meas- 
ure of RESILIENCY and give superior pro- 
tection against breakage—since glass is 
held by uniform, resilient pressure along 
its entire edge. Simplicity and smart, 
modern lines make this an impressive 
construction. 


@ OTHER ZOURI MEMBERS. Zouri 
carries in stock a large variety of mod- 
ern rolled metal members including the 
new concealed or recessed awning 
boxes. Sturdy rustless metal entrance 
doors, metal letters, ornaments and other 
members to harmonize with the design 
are also furnished by Zouri in a variety 
of practical metals and finishes, includ- 
ing the beautiful and durable new 
ALUMILITE finish. 


For further information on a modern Zouri Store Front 
suited to your needs see the Zouri distributor in your 
city, or write to the factory at Niles, Michigan. 


NU 


STORE FRONTS 






























Send for this ill d Zouri catal and 
folder on new store front construction. Just 
write name and address in border and mail to 
ZOURI, NILES, MICHIGAN. S-3 
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FEATURE 


(Xdskin 


softies 
for baby’s tiny feet 


Take advantage of National Foot Health Week to 
stress the vital importance of proper footwear for 
baby’s pliant little feet. Make your store shoe 
headquarters for young mothers by featuring 
softies of kidskin—the shoe material that has the 
endorsement of authorities on foot health. 


Foot doctors everywhere agree that only in shoes 
of resilient kidskin can little feet flex normally and 
“breathe” naturally. Furthermore, kid leather has 
the necessary tensile strength to give the foot the 
required compression to maintain its balance in 
standing and walking. 

Remember, too, that the new interest in Style and 
Color for children’s and misses’ dress shoes offers 
another important reason why kid leather will be 
a profitable feature for the coming spring promotion. 


NATIONAL FOOT HEALTH WEEK -:- APRIL 13th to 18th 





When writing advertisers please mention Boot and Shoe Recorder 





BOOT AND SHOE RECORDER, March 7, 


1936 


THIS WEEK IN THE SHOE TRADE 


SATURDAY, MARCH 7, 1936 


NATIONAL NEWS 





Boston Shoe Fair Dates Advanced 


Big New England Show to Be Held June 8-10 This Year, Instead of 
Week After July 4th 


Boston, Mass. — A_ revolutionary 
change in the date of this year’s Boston 
Shoe Fair is announced by Secretary 
James H. Stone, of the Boston Shoe 
Fair, Inc. Instead of having the show 
during “the week after the Fourth,” as 
has been the case in past years, the 
dates have been advanced one full 
month and the annual gathering of 
manufacturers, wholesalers and retail 
merchants will be held June 8, 9 and 10. 

Back of this decision to hold the 
show earlier than ever before is the 
frank recognition of the fact that it 
has been too late in recent years to be 
of maximum benefit to those manufac- 
turers selling the volume trade. Chain 
stores and department stores habitually 
buy earlier than does the independent 
retail merchants; and manufacturers 
selling this class of trade, while loyal 
to the show, nevertheless have sup- 
ported it many times after the peak of 
their selling season has passed. 

It is hoped, furthermore, that the 
independent merchants will see the ben- 
efit to themselves of earlier buying, in 
which case it is easy to imagine a tonic 
effect on the shoe industry very similar 
to that enjoyed by the automobile in- 
dustry when it elected to hold its an- 
nual show early in November of 1935 
instead of waiting until the turn of the 
year. Certainly, it is argued, fall pro- 
duction, with an early show, can get 
under way and proceed at a more or- 
derly rate with fewer last-minute pro- 
duction jams, than has been the case 
heretofore. 

Two outstanding facts about the 
Boston show are emphasized by officials 
of the New England Shoe and Leather 
Association, which sponsors the Boston 
Shoe Fair, Inc. The first is that this 
is to be a national shoe show in every 
sense of the word—that its details are 
to be arranged and its conduct super- 
vised by a committee of wholesalers 
and manufacturers from all the prin- 
cipal shoe manufacturing centers. 

The second important fact is that the 
show is to be run as economically as is 
possible without sacrifice of any essen- 
tial service making for efficiency. Plans 
already under way insure to partici- 
pating manufacturers and wholesalers 





DATES TO REMEMBER 


Leather Opening and Style Conference, 


Waldorf-Astoria, New York, 
Mar. 30, 31, 1936 


National Foot Health Week, 
April 13-18, 1936 


Spring Meeting Tanners’ Council, White 
Sulphur Springs, Va May 7, 8, 1936 


Fall Opening, Shoe Fashion Guild of 
America, Waldorf Astoria Hotel, 
May 18, 19, 20, 1936 


Ohio Shoe Retailers Association Conven- 
tion, Hotel Netherland Plaza, Cincin- 
nati June 14, 15, 16, 1936 

Wisconsin Shoe Retailers Association Con- 
vention, Park Hotel, Madison, Wis., 

June 14, 15, 1936 





a fee which can justly be said to be 
modest—all this in line with the feeling 
expressed by some 300 manufacturers 
who signed an agreement last January 
to patronize only two shows a year, 
one in the East and the other in the 
West—and only those shows which were 
run economically. 

As usual there will be exhibits at 
two Boston hotels—the Statler and the 
Copley-Plaza. At the Ritz-Carlton Ho- 
tel, where some manufacturers have 
exhibited in years past, no sample 
rooms will be available under the plan 
proposed. Sleeping rooms will be as- 
signed there on request. 

The shoe fair management will have 
more details at an early date. Early 
birds are urged to write headquarters 
for any and all information, address- 
ing James H. Stone, Secretary, Boston 
Shoe Fair, Inc., 166 Essex Street, Bos- 
ton. 


Bain Heads Ault-Williamson 


AUBURN, MeE.—At a meeting last 
night of the board of directors of the 
Ault-Williamson Shoe Co., William H. 
Bain was elected president and general 
manager. Mr. Bain has had a wealth 
of experience in the manufacturing 
and distribution of high grade women’s 
shoes, and has directed the activities of 
Ault-Williamson Shoe Co. for the past 


nine months with marked success. Other 
officers elected are Richard P. Boothby, 
vice-president; E. L. Wellman, trea- 
surer; W. H. Whittum, assistant trea- 
surer. The board of directors, in addi- 
tion to Messrs. Bain, Boothby and Well- 
man, are E. Farrington Abbott, Harold 
Cooper, Donald C. White and John 
Wood. 


Fisher Opens New Store 


INDIANOLA, IowA—Harold L. Fisher 
of Boone, Iowa, formerly of this place, 
has rented a building and will open a 
new shoe store here. The room has 
been modernized and redecorated and 
a new stock of popular brands of shoes 
installed. Mr. Fisher conducts a store 
at Boone and this will be his second 
store. 

Ray Peterson, now a clerk in the 
Boone store, will be manager of the 
local store and Fay Schooler will be his 
assistant. 





JOINT STYLE CONFERENCE 
ADVANCED TO MARCH 30 


NEW YORK—Signalizing its greatly in- 
creased importance to all members of the shoe 
and leather industries, the Joint Style Confer- 
ence of the National Shoe Retailers Associa- 
tion, held semi-annually in conjunction with the 
Opening Showing of American Leathers at the 
Hotel Waldorf Astoria, is this season to be 
advanced from its customary time by almost 
a month, and will be held on Monday and 
Tuesday, March 30 and 31. Lee Langston, 
manager of the association, says that the value 
of these two-day meetings, comprising retailers 
from all parts of the United States and Canada, 
has developed to such an extent that the earlier 
date has become necessary. — 

Coordination of the materials available to 
retailers, manufacturers and merchandisers of 
shoes and associated leather products through 
the medium of the joint Style Conference, 
under the direction of the National Shoe 
Retailers Association, in conjunction with the 
large and elaborate displays of lines of Fall 
Leathers presented by the Tanners’ Council, 
has established this event as one of the most 
important activities of the shoe and leather 
industry. The style information, merchandising 
counsel and promotion suggestions which are 
customarily developed through the conferences 
of all branches of the industry working together 
have come to have a constantly increasing 
importance, says Mr. Langston, and recogni- 
tion of this fact is responsible for the earlier 
date of the meeting this season. 

A large attendance of members of the 
National Shoe Retailers Association is already 
indicated. 
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This important new development in shank con- 
struction has been thoroughly tested and is en- 


dorsed by leading manufacturers and retailers 


A special circular on UNISHANK will be mailed on request 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 











HERE’S A WHITE SHOE CLEANER 


THAT Guarantees No Rub-Off 
WITH DOUBLE-MONEY-BACK OFFER! 
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SHINOLA 


YQ WHITE 
(LEANER 4 








Guaranteed Not to Rub Off 
WITH AMAZING DOUBLE-MONEY-BACK OFFER 


ERE IS NEWS—about a zew Shinola White that’s 

going to make you a lot of money. Ina nation- 
wide survey of thousands of women, eight out of 
every ten declared: “The white shoe cleaner we 
want is one that won’t rub off.” 

After months of research Shinola chemists pro- 
duced a new Shinola White Shoe Cleaner that meets 
the demand. It is positively guaranteed not to rub 
off! THAT’S GIVING THEM WHAT THEY’VE ASKED FOR! 

We’re backing up our guarantee with the most 
sensational offer ever made in behalf of a white 
shoe cleaner. Not just a refund, but double the 
money back to any customer who doubts the Shinola 


White no rub-off guarantee*. Proof positive that 
new Shinola White is just as good as we say. 
THAT’S BACKING UP A PRODUCT WITH A STARTLING 
STORY THAT SELLS! 

Half-page and full-page advertisements, some in 
full color, are telling the world about the new 
Shinola White and the Shinola guarantee of qual- 
ity. Many important national magazines, 38 Sunday 
newspapers are carrying the good news to millions 
of readers that you are selling the product they 
asked for. THAT’S TELLING A STORY WITH A PUNCH 
TO THE CUSTOMERS YOU WANT TO REACH! 

Add them all up—they spell PROFITS for you. 


*No trouble or red tape for you—we handle the entire money-back transaction. 


STOCK SHINOLA WHITE FOR PROFIT 
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Wisconsin Shoe Production 
Increases 10 Per Cent 


MILWAUKEE, Wis.—An increase in 
shoe production of 10 per cent for 1935 
in Wisconsin is reflected in the report 
of the Manufacturers Box Co., which 
last year turned out boxes for 15,225,- 
000 pairs of shoes as against about 13,- 
900,000 boxes in 1934. With the excep- 
tion of 1929, the output for the firm, 
which produces about 95 per cent of the 
shoe boxes used by local shoe manufac- 
turers and 90 per cent used by State 
firms, the 1935 output was the largest 
in the last 10 years, according to D. R. 
Lepper, general manager of the com- 
pany. 

According to the box firm’s records, 
there has been a steady trend in the 
past several years to increased State 
production and a resultant declining 
Milwaukee production of shoes. In 1932 
31 per cent of the State output was 
outside of Milwaukee and 69 per cent 
of the shoes were produced in Milwau- 
kee, the concern’s records show. In 
1935, State manufacturers produced 49 
per cent of the shoes and Milwaukee 
plants only 51 per cent. 

The unfavorable trend as regards 
Milwaukee is expected to continue for 
some time because a few of the 
branches established last year by Mil- 
waukee firms will not get into high gear 
production schedules until later in 1936. 
Lower operating costs are given as the 
primary basis for the shift of opera- 
tions to smaller communities. 


To Open New Shoe Shop 


BELLAIRE, OHIO—E. Roman, of Pitts- 
burgh, has leased the Weill store room 
of this city, formerly occupied by the 
National Shoe Co., and will open a 
new store in the location to be known 
as the Belmont Shoe Shoppe. Mr. 
Roman, with 16 years’ experience in 
the shoe business, comes to Bellaire 
from Gimbel’s in Pittsburgh, where he 
managed the shoe department. He 
expects to introduce some of the better 
grades of shoes as well as those of 
moderate prices which were handled by 
the National organization. The same 
personnel formerly identified with the 
National store will be retained, Mr. 
Roman indicated. 

The National Shoe Co., has with- 
drawn from Bellaire and Sidney Moss, 
former manager, has returned to Pitts- 
burgh. 


West Side Bootery Opened 


MERRILL, Wis.—The West Side 
Bootery, 418 Grand Avenue, has been 
formally opened and is being operated 
by Willis Johannes, who recently ac- 
quired the business from his father, 
William, who established the ‘first store 
in 1922. The new owner has renovated 
the store and added a new and complete 
line of men’s, women’s, and children’s 
shoes. 
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The 
J.C. PENNEY CO. 


IS HIRING 


YOUNG 
MEN 


...and our future 
zs in their hands! 


TE LTD 








Right now, across the length and breath of America, the J. C. 
Penney Company is interviewing young men who are thinking 
of their futures, young men who are able and ready to assume 
responsibility. The history of the Penney Company, from the 
founding of the first store in 1902 through its growth to almost 
1500 stores, is an inspiring story of the collective achievement 
of individuals. The future of the Penney Company will depend 
upon the accomplishments of the young men we are hiring today! 


IF YOU ARE THE TYPE OF MAN WE WANT 
WRITE TO US AT ONCE! 


The men we are interviewing are between 22 and 30 years of 
age ... have had experience in the retail selling of piece goods, 
shoes, or wearing apparel for men, women or children . . . are 
willing to go anywhere, and make themselves at home in the 
community to which they are sent . . . have pleasant personalities, 
good dispositions, excellent health . . . are willing to work hard 
and have plenty of perseverance... 
the immediate future but in the eventual future for themselves and 
their families. The Penney Company has room for men who meet 
this description. These men should benefit by Penney Company 


are interested not only in 


training and experience. 


WRITE A LETTER TODAY... 
stating in full detail your complete business 
history and an account of yourself up to the 
present. Address your application to J. D. 
Keyes, Room 1709, The J. C. Penney Com- 
pany, 330 West 34th Street, New York City. 
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This Spring 








FAIRY FORMS 
FOR HOSIERY 





Youll Sell 


with 





The only way to achieve a perfect Hosiery display on your 
counters or in your windows is through the use of Fairy 
Forms... and this display will attract customers immediately, 
because Fairy Forms bring out every quality, feature and 


stvle of hosiery. 


Modern display will make your hosiery department more 
profitable than ever before—and modern display in every 


case means Fairy Forms. 


Consider these EXTRA Spring profits and order Fairy Forms 


SHOE FORM CO., Inc. 
AUBURN, N. Y. 


Manufacturing Branches 


United Last Co., Ltd., Montreal, Canada 


today! 


Northampton Frankfort 
England Paris Germany 
Melbourne, Australia France Mexico City, Mexico 


More Hosiery 














Stocking Shopping on 5th Avenue 


[CONTINUED FROM PAGE 22] 


stockings with colorful, darker heels— 
a slate gray stocking with a navy heel 
for biue shoes; a coppery stocking with 
a brown heel for brown and russet 
shoes; a fawn taupe stocking with gun- 
metal heel for black. 

J. & J. Slater are promoting another 
interesting trio of stockings designed 
to wear with the three most important 
suit colors. This is a new two-tone, 
ingrain number that gives the effect of 
a tweed fabric in brown, gray or blue 
mixtures. Its makers have named it 
“T wizzle.” 


Diagonal Mesh Pattern 


Another evidence of a new interest 
in novelty stocking weaves is I. Miller’s 
introduction of “Criss-Cross.” This is 
designed to go with a special all-over 
stitched suede shoe. The diagonal pat- 
tern of the mesh exactly echoes the 
diamond pattern of the stitching treat- 
ment. 

The Gotham hosiery shops are wrap- 
ing up their Easter gift boxes, soon to 
be shown in their windows. After ex- 
perimenting with many trick ideas in 
gift wrappings, they have found that 
the most salable of all is the simplest 
to handle—a plain white box wrapped 


in colored cellophane, and tied with 
darker or contrasting cellophane rib- 
bon. For Easter they are using all the 
typical “Easter egg” colors—purple and 
pink—pale green and yellow. 





Spring Starts in the South 
[CONTINUED FROM PAGE 40] 


colorful clothes and shoes to comple- 
ment these copper brown countenances 
and help the joyful scheme of things. 

“Checks and plaids, as well as solid 
colors of browns and grays in shirts, 
sport coats and trousers, are worn in 
contrasting combinations with brown 
buck or reversed calf oxfords with 
leather or thick rubber soles. 

“Plain toe shoes are outstanding in 
brown and ivory white buck, finished 
leathers with both leather and thick 
rubber soles. All white leather sole 
oxfords with straight or wing tips are 
plentiful. White with black; and white 
with tan sport types with leather soles 
are also in the style picture. 

“Some outstanding style notes are: 
Yellow polo shirt, copper brown large 
figured tie with copper brown linen 
slacks and straight tip leather sole 
brown buck shoes or plain toe thick 


rubber sole brown bucks. Copper 
brown linen sport coat, brown and 
white checked shirt with figured copper 
brown tie, ivory slacks and brown buck 
shoes or ivory white buck, plain toes 
with thick rubber soles. 

“Colorful shirts and ties are plenti- 
ful and color in buck oxfords with 
rubber soles appear everywhere. 

“For evening wear—ivory or shades 
of light tan tropical tuxedo coats in 
single or double-breasted with shawl 
collar are most prominent with black 
trousers and patent leather or the 
newer style note, black or navy blue 
suede, plain toe evening shoes. 

“Some individual, distinctive dressers 
are wearing light blue and blue-gray 
tuxedo coats with black tuxedo 


trousers. One outstanding example of © 


extreme style was: black suede plain 
toe oxfords, black tuxedo trousers, soft 
collar and soft bosom tuxedo shirt with 
ruby red studs and cuff links and 
maroon cummerbund (waist sash in- 
stead of vest) with maroon tuxedo tie 
and blue-gray single-breasted tuxedo 
coat. Red feather flowers are worn 
with tuxedo and blue, corn and white 
with sports attire to match tie and 
handkerchief.” 

Lucky Jesse, to miss the February 
storms. He spent most of his time 
getting an enviable sun-tan to flash on 
us pale-faces when he returns to New 
York. 
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ASE 
Yaw—BEAUTY! A@u—-COMFORT! 


d McKay pleases patrons, be- 
j cause it’s America’s Smartest 
3 Metal Furniture. Through 
q natural posture, it gives 
greater sitting comfort than 
other chrome-steel types. It’s 
easy to clean, and stays fresh 
and new-looking after years 
of wear. 


Modernize with McKay. 





Ne. 430-3 and 431 
Smart Shoe-Store Combination 


It will quickly pay for itself 


through increased patronage. The McKay Company, McKay 
Bldg., Pittsburgh, Pa. 


M"“KAY 


r 


“Posture-Line 
CHROME-STEEL FURNITURE 











NEW TRENDS IN 
BUILDING CONSTRUCTION 
PREOICTED BY 
BROOKMIRE 


The February issue of the Analyst con- 
tains much interesting and informative 
material regarding the future probabili- 
ties of building construction and _ affili- 
ated industries. 


RETAILERS 
WITH A POSI 
TIVE PROFIT 


JUDY 

No. 1408—Blue Kid, Self Stitched 
No. 1508—White Kid, Self Stitched 

150 Last, 16/8 Continental Covered Heel 





In Stock 











Corporation 


Founded 1804 
551 Fifth Ave. 








New York, N. Y., 39C 








Write for your complimentary copy. $ 
BROOKMIRE || —@ ~~. 
_ 
stm lors and 
‘ularwe Wencoden HOGE-MONTGOMERY CO. inc. 





FRANKFORT 











WITH A_ POSITIVE] PROFIT 


KENTUCKY 











New Springfield Store Opened 


SPRINGFIELD, Mass.— The Arnold 
Shoe Co., owned by Max Becker, moved 
March 1, to 1205 Main Street, corner 
of State. All new stock and fixtures 
have been installed at the new location 
on Springfield’s busiest corner. 

The new store is decorated in cream 
and black and features a “Kiddies De- 
partment” decorated with Mother 
Goose characters done in raised figures. 

The store is the fourth in the Becker 
owned and operated chain in various 
sections of Springfield. The new store 
has, as well as a “Shoes for the Whole 
Family Department,” a complete family 
hosiery department. Four new clerks 
will be added. 

The seven large show windows, 
fronting on two main thoroughfares 
of the city, were dressed in nautical 
design of blue and white for the open- 
ing. The concern has been located 
for years at 1231-33 Main Street. 


Chamber Names Shoe 
Man Treasurer 


LAKEWOOD, OHIO—Carl Zwierlein, 
proprietor of Zwierlein’s Shoe Shop, 
14825 Detroit Avenue, was elected trea- 
surer of the Lakewood Chamber of 
Commerce at its annual election in 
February. Mr. Zwierlein has been con- 
nected with the shoe business in Cleve- 
land and Lakewood for many years. 





Joseph Kaplan Goes Abroad 


Boston, MAss.— Joseph Kaplan, 
president of the Colonial Tanning Com- 





JOSEPH KAPLAN 


peny, accompanied by his wife, sailed 
February 16 on the Vulcania for a two 
months’ trip to Greece, Egypt, Pales- 
tine, and the watering places of south- 
ern France. 

Although primarily a pleasure trip, 


it also serves business, for Mr. Kaplan 
expects to study shoe styles on the 
Riviera and in Nice and Cannes, where 
the styles that will be important in 
America next Summer are now being 
worn. Particularly will he be interested 
in the trend toward pastel patent 
leather which is reported to be strong 
this Winter in these famous and fash- 
ionable resorts. 

During the trip, he will also visit 
many of the foreign markets of the 
Colonial Tanning Company. 


Scherer Leather Co. Hosts 


Cudahy, Wis.—Milwaukee county 
shoe repair men were guests of the 
Scherer Leather Co. and the Gaenslen 
Brothers Co., Scherer distributor in the 
Milwaukee territory, February 18, on 
a tour of the former’s plant here. The 
tour was planned by E. H. Grootemaat, 
secretary-treasurer of the Scherer com- 
pany, and R. A. Vohl of Gaenslen 
Brothers, as a business builder and to 
acquaint cobblers with the tanning of 
leather. 








Shoe Men Sojourn in Florida 


CLEVELAND, OHI0O—Murray Bender, 
manager of the Lindner Co. shoe de- 
partment; Al Holbrook, president of 
the Cleveland Stetson Shop; and Clar- 
ence Faflik, proprietor of Faflik’s 
Boot Shop, were all February sojourn- 
ers in Florida. 
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Pumps in Stock 
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GREGORY & READ CO, 
LYNN, MASS. 


IN-STOCK 13 STYLES 


% 
%, AAAA to C—2 to 10 x. 
Wy ” $3.25 ” 

Hy 


17/8 SEAMLESS 
2442—Black Patent 


20/8 SEAMLESS 
642i—Black Patent 


1221—-Blue Kid 1242——Blue Kid 
7421—-Black Baby Calf 1442-——-Black Baby 
1321—Brown Kid ‘alf 
5421—White Grain Kid 5442-——Brown Kid 
8421—-White Crepe 3442—-White Grain 
1021—-Black Crepe Kid 


20/8 D'ORSAY 
6433—Black Patent-Round Toe 








Believes in Compact Store 


Los ANGELES, CALIF.— The new 
Douglas Shoe Store opened here re- 
cently and operated by The Thomas 
Shoe Co., was worked out on the theory 
that a man’s shoe store does not need 
a great deal of room, a small compact 
active store being best suited for big 
city trade. 

This shop has an 11 ft. front, every 
inch of which is used to the best ad- 
vantage. A new idea in store fronts is 
the slanting glass, which does away 
with reflections. Blue mirror glass is 
used to advantage on the exterior 
work, and is relieved by black glass. 
There are no fitting stools in the store, 
as it is felt by the management that 
when a shoe fitter stands up to his cus- 
tomer that he can do a better selling 
job. As indicated by the name, just 
W. L. Douglas shoes are carried. 


A. Blonder Visits Florida 


NEWARK, N. J. — Aaron Blonder, 
president of the Red Cross Shoe Shop, 
95 Halsey Street, this city, left recently 
for Florida with Mrs. Blonder, for 
three weeks. Mrs. Blonder is recuperat- 
ing from an attack of grippe. 


Shoe Store Incorporated 


PLAINFIELD, N. J.— Dot’s Cancella- 
tion Shoe Stores, Inc., of this place, has 
been incorporated with an authorized 
capital stock of 500 shares, no par. 
Dorothy Fendrick is registered agent. 








In Springtime, 


How to Check at the Source the Nuisance Competition 
of House-to-House Selling 










A Warning From the Chief of 
Police to All Housewives, 
Household Employees and 
the Youth of Denver 


‘You are warned to beware of strangers who come to your door and upon one 

Pretense or another seek to be admitted Such strangers are too often thieves 
m, solicitors or inspectors. They should never be 

anti tbew are identified thru rehiable credestials. 

the authorized representatives of reliable buriness firms 
identify themselves. Lf they ¢omnot fur- 
p jo deal with them in any way 





Posing as s-lesmen, 
to enter your bome 











erchandise bought from 
often happened, personal 
units 






jo be avoided. They offer a free gift 

rchandise is of high standard the 
need never be the victims of sales schemes or petty thieves if 
iy call the Police when people come to their door and either 
refuse or are unable to prove their identity. Please co-operate with your Po- 
hee Department 











(Signed) GEORGE. W. MARLAND 
Chief of Police 
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Advertisement used by Denver merchants in their campaign against house-to-house 
peddlers. 


DENVER, COLO.—The merchants of 
Denver, acting cooperatively, ran a six- 
column, full-length ad in the Denver 
Post, showing what a risk the customer 
takes when he buys clothing or shoes 
from a peddler. Under the heading, 
“Which service do you prefer?” the ad 
points out that peddlers are induced to 
take up this work because the factory 
assures them “no experience is re- 
quired.”’ But when the shoes arrive the 
customer finds out his mistake after the 
salesman has departed with his down 
payment. 

Continuing it says, “In the retail 
stores you find shoe fitters, men who 
have had years of training and experi- 
ence. They are acquainted with the 
construction of a shoe in every detail 
and by actually fitting the shoe to the 
customer’s foot they determine the cor- 
rect size.” 

A warning, signed by George W. 
Marland, chief of police, is addressed to 
“all housewives, household employees 
and the youth of Denver.” It says in 
part, “You are warned to beware of 
strangers who come to your door and 
upon one pretense or another seek to 
be admitted. . . . If such people are 
authorized representatives of reliable 
firms they are always ready and able 
to identify themselves. If they cannot 








1936 


the Peddler! 









Or: 
re Is Another 
“Agent Wanted’’ Ad 
Asa rule answered by men think- 
ing oaly ] 









No Experience Required 

‘Sead lor Fone Sumnple Cane and Instructions 
Our Men Make Large Profits 

; ii 













ccesiniiaimasiatiaitns 
He Exhibits the Shoe 
—and— 

Per Printed Instructions 
tells his customer of the many fine points of qual- 
ity and obtains an order. 

WHAT SIZE, FIT7—The most important factor 
of the sale is determined by the Peddler in the 
crodest manner. order taken in this manner 
and on the basis of “Ne Experience — 7 
Imagine The Fit and Comfort of these Shoes when 
received by the customer. 


























In the Retail Store | 
You Find i 
SHOE FITTERS | 


















definite essentials to Shoe Service. 









furnish proper identification, you should 
refuse to deal with them and immediate- 
ly call the police. ... 

“Never be misled by the smooth- 
tongued salesman nor by the type who 
possesses an engaging personality and 
highly polished manner. The cleverest 
crook possesses all of these character- 
istics. 

“Never advance cash on the purchase 
of merchandise which is for future de- 
livery until the identity of the person 
with whom you aré dealing has been 
established beyond all doubt. 

“Never offer your personal check in 
payment for merchandise bought from 
salespeople who come to your door. As 
has so often happened, personal checks 
may be altered and cashed for larger 
amounts. 

“High-pressure or free-gift salesmen 
are to be avoided. They offer a free 
gift to secure entrance to your home. 
If their merchandise is of high stand- 
ard the offering of free gifts is not 
necessary. 

“Our people need never be the vic- 
tims of sales schemes or petty thieves if 
they will invariably call the police when 
people come to their door and either re- 
fuse or are unable to prove their iden- 
tity. Please cooperate with your police 
department.” 
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Window Modernization Need Not Be Expensive .. . 


sides, finished in white. All materials and fixtures 
shown here and a great selection of ideas for window 


In this modern display, the back wall was covered 
with pencil stripe design washable fabric and set off 


by pilasters made of concave 
stripe moulding. The plateaus 
are wood, with metal corrugated 


525 SOUTH WABASH AVENUE . 


ADLER-JONES 


DISPLAY DESIGNERS 


. . CHICAGO 


modernization are included in 
the Adler-Jones catalogs mailed 
free for the asking. 








Tan and Patent Strong in Chicago 


CHIcAGO—British tan and patents 
appear to lead the current field in popu- 
lar price women’s shoe lines. Windows 
and interior displays fairly scream the 
popularity of these two leathers, so 
lately looming up over the horizon of big 
sales volume. 

At Burt’s two stores the new patents 
are being shown in blacks, browns, blues, 
grays and reds, a veritable riot of col- 
ors to meet the color dictates of the most 
rabid color devotee. Current exhibits in- 
clude wide-buckle oxfords and slip-ins 
and pumps, with high heels, low heels 
and flat heels, and priced at $2.70. 
The toes are round, square, plain and 
trimmed. The models go the full range 
from oxfords to flat-heel sandals. 

O’Connor & Goldberg, in this range, 
are showing a complete line of British 
tan, patents and grays, with the usual 
range of colors from black to red, and 
also blue, brown and black in kidskins, 
fabries and leathers, all at $3.95. 

At Maling Brothers, Jewel Tone Pat- 
ents are featured at $2.70 and $2.95. 
Colors are onyx black, sapphire blue 
and topaz brown—just by way of dis- 
tinguishing the extra sheen of the col- 
ors as something different. 


Miller Production Climbs 


CINCINNATI — Since the Miller Shoe 
Company, Cincinnati, moved into its 
new factory on Springgrove Avenue, 


produciion has gradually climbed until 
it is now striking at the 1000-pair 
mark. Floor space at the new factory 
is 19,000 sq. ft., about double that at 
the old location. Al Klinkicht, presi- 
dent, states that their business is splen- 
did. Miller Shoe Company makes a 
line of high grade health shoes for 
women. 





IN SHOE BUSINESS ONLY 


Rochester, N. Y.—E. Stillman, of Stillman's 
Orthopedic Shoe Store, 9 East Avenue, states 
that a news item in the Feb. 15 issue, re- 
garding the removal of the firm to its new 
and larger store, gave an erroneous impres- 
sion by stating that the Stillman brothers are 
specialists in the treatment of foot disorders. 
Mr. Stillman states that his business is con- 
fined strictly to shoe selling and fitting and 


the making to order of balances, supports. 


and shoes. He wishes to emphasize the fact 
that neither he nor his brother are engaged 
in the practice of surgery, medicine or chir- 
opody. 





Father and Son Store Modernized 


DETROIT, MIcH.—The Father and Son 
Shoe Store at 7306 Michigan Avenue, 
on the west side of Detroit, has just 
been thoroughly modernized. The front 
has been reconstructed in a white de- 
sign relieved by heavy stripes of red 
and blue, giving a truly “patriotic” 


front. This is the first store of the 
company, at least in this territory, to 
be so decorated. The name appears in 
heavy block tile over the entire front, 
designed in blocks somewhat like those 
of children’s playing blocks. The win- 
dow of the store has been redesigned 
with the staggered modernistic center 
entrance design, which is very attrac- 
tively carried out. Anthony Koppy is 
manager of this store. 


Hosiery Company Re-Opens 

SPRINGFIELD, Mass.—With 62 hands 
on the payroll the Harris Silk Hosiery 
Co. reopened its Page Boulevard plant 
Feb. 24. It had been closed since Dec. 
31, and now is operating under Fred- 
erick Scarborough, receiver and general 
manager, who has hopes production in- 
crease will permit rehiring of the entire 
former force of 100 before long. 

While the plant was closed stock- 
holders voted to borrow new funds to 
continue rather than to liquidate the 
business. The company intends to man- 
ufacture a more popular priced stock- 
ing than formerly. 


Manages Slipper Shop 


MUSKEGON, MicH.—John Smith, for- 
merly of Saginaw, succeeds Ralph Cook 
as manager of the Vanity Slipper Shop,. 


293 West Western Avenue. Mr. Cook 
has taken a position with the Brown 
Shoe Company of St. Louis, Mo. 
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“HIGHEST GRADE ONLY" 
EAST WEYMOUTH, MASS. * 








Modern Turn Shoes That Fit 


WILL NOT GAP 


” oe ts 
Ruby Kid _ SHORT BACK” Les 


STYLES Send for 
°Sis Instock catalog 3 





i a lene | 


Shoe Cleaner 


i ei i i eid 





A SHU-PRIM CLEANER 


| 
| 
| 
for every shoe in your store 
GABARDINES, BRITISH TAN, COLORED §f | 
PATENT, ROUGHIES, PASTEL SUEDES, 
GENUINE WHITE BUCK, ETC. 
The same cleaners used by leading Shoe Manu- 
facturers in dressing shoes at the factory. Now | 
available to retail at 25c. in at- 
tractive packages. 
| 
} 
| 
| 
| 
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Special Offer— 





3 doz. assorted 
SPRING POLISHES 
$1.50 per doz. 
You cannot afford to 
be without them. 
SIGNAL 


CHEMICAL CO. 
791 Tremont St., Boston 














Obituary 
Louis Shapiro 


PORTSMOUTH, N. H.—Louis Shapiro, 
who was killed February 18 in an 
automobile accident at Saugus, Mass., 
was a well-known shoe manufacturer 
in southeastern New Hampshire. 

He was born in Russia 48 years ago 
and came to this country about 25 
years ago. His name was originally 
Tepper and he had it changed to 
Shapiro. As a young man he started 
this territory and eventually supplied 
findings to factories in his own busi- 
ness. At one time he operated fac- 
tories at Epping and this city. 
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Expect Big Increase in 1936 





The well-arranged shoe department of The Goldstein-Migel ameensied of which Norton R. 
Thompson is well proud. . 


Waco, TExX.—That Spring is at hand 
is plainly in evidence, judging by the 
above illustration of the shoe depart- 
ment of The Goldstein-Migel Company 
in Waco, Tex. Pictured is a view of 
the “Women’s Shop” and children’s 
“Wonderland.” 

The decorations are of smilax and 
palms, which lend a festive air to the 
department and give a most attractive 
setting. The chairs are covered with 
colored linen; the modern chromium 
fitting-stools have leather seat-tops to 
match the chairs. 


This. well-arranged shoe department 
is one of the outstanding shoe shops in 
central Texas. Norton R. Thompson, 
buyer and manager, said that 1935 was 
the best year they had enjoyed in five 
years and he looks forward to a very 
substantial increase for 1936. The 
month of January, according to Mr. 
Thompson, showed a 35 per cent in- 
crease over the corresponding January 
of a year ago. 

The Goldstein-Migel Company carry 
a large stock of shoes for women and 
children. 





For the past several years he had 
been in charge of the Forbes Shoe 
Company, Inc., on Rock Street. Mr. 
Shapiro was a member of Portsmouth 
Lodge 97, B.P.O.E.; Damon Lodge, 
K. of P., both of this city, and the 
Temple of Israel. At one time he was 
a candidate for councilman-at-large on 
the Democratic ticket here. 





George Lockwood 


NEW CANAAN, CONN.—George Lock- 
wood, 86, formerly a partner in the old 
Benedict & Lockwood shoe factory, 
here, once one of the leading industries 
of western Connecticut, died at his 
home February 24, following a shock. 
He had long been active in the civic 
and business life of New Canaan, serv- 
ing as a warden of the borough, as a 
burgess and as president of the First 
National Bank. 

Mr. Lockwood’s brother-in-law and 
partner in the shoe manufacturing en- 
terprise, Charles S. Benedict, died June 
23, 1932, at the age of 81. Both men 
were widely known in the shoe indus- 
try during the years that their factory 
was in operation. Mr. Lockwood is 
survived by his widow, Mrs. Emma 
Benedict Lockwood, sister of the late 
Mr. Benedict. 


P. Rimland 


STAMFORD, CONN.—P. Rimland, pro- 
prietor of the Eagle Shoe Store at 18 


Pacific Street, for over 35 years, died 
Mareh 1 after an illness of a month. 
Mr. Rimland was well known to the 
shoe trade throughout Connecticut and 
he had built up an outstanding retail 
shoe business on quality merchandise. 


Jacob Konrad 


MILWAUKEE, WIS.—Jacob Konrad, 96, 
for many years a shoe merchant at 
Mequon, Wis., died February 3, at the 
home of his daughter here. He had 
been connected with the shoe business 
in Mequon for more than 50 years, 
retiring in 1925. Surviving besides 
his daughter are four sons. 








John Koutsky 


NortH Fonp pu Lac, Wis—John 
Koutsky, 58, local shoe merchant for 
the last 20 years, died February 14, at 
his home here after a brief illness. He 
is survived by his widow, a son and a 
daughter. 





Plans New Store Front 


LANSING, MicH.—Construction work 
has been started on a modernistic 
store front at the Reed’s Shoe Store, 
115 North Washington Street. It is 
estimated that the cost of construction 
will be about $1,700. The new front 
will contain a large amount of struc- 
tural glass and aluminum. 
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New Boise Store Opened 


Boise, IpAHO—Westerman Whillock 
has opened what is probably the larg- 
est shoe store in the Northwest having 
moved from his old location on Main 
Street to the finest corner in the city 
on Idaho and Ninth Streets. Opened 
originally to carry only the Brown-bilt 
shoes, Mr. Whillock has now taken on 
several new nationally advertised shoes 
and the Gotham Gold Stripe hosiery 
added to his stock of Theme and Strut- 
wear lines. 

The store has been decorated in 
ivory, bronze and green and the win- 
dow backgrounds have been built so low 
that much daylight comes in from the 
broad expanse of windows. In accord- 
ance with the new trend most of the 
shelving is concealed, but individual 
shoe patterns are artistically displayed 
at various places in the show room. 

A shoe renewing department has 
been installed in the basement and in 
conjunction with the repair depart- 
department is a shoe shine parlor, 
reached in a convenient manner. An 
easy railed stairway leads up to a 
raised platform where one may be com- 
fortably seated while having a shine. 
Bernie Moon is in charge of this de- 
partment which also includes dyeing. 

The store specializes in children’s 
shoes. 

Whillock’s new store has inspired 
other shoe stores in the city to remodel. 
Burnett Brothers have remodeled their 
store, adding much room to the floor 
space, which with a clever use of many 
mirrors, gives the store a much larger 
appearance than formerly. 

Falk’s basement shoe department is 
being entirely redecorated and improve- 
ments are being made in the shoe de- 
partment of the Golden Rule store. 

Boise shoe merchants reports a fine 
reception of the new square heel and 
toe Spring models, blues and grays sell- 
ing already, although the weather is 
far from settled. 





Cleveland Association Discusses 
Spring Styles 

CLEVELAND, OHIO—Larry MeDal, 
manager of the I. Miller store in Cleve- 
land, spoke before the Cleveland Shoe 
Retailers Association on February 17, 
on the subject of “Women’s Footwear,” 
and the popular leathers and styles 
for Spring. An informal discussion 
followed. Membership of the Cleve- 
land organization is growing rapidly 
and an active season is planned. 





Fire Destroys Gordon Bootery 


New HAveN, CONN.—The Gordon 
Bootery, retail shoe store at 855 Chapel 
Street, owned by Samuel Gordon and 
managed by Robert Waccarno, was 
wrecked by fire, February 18, with loss 
estimated at about $15,000. Mr. Wac- 
earno asserted that the store’s stock 
of shoes and accessories was a com- 
plete loss. The cause of the fire was 
not immediately determined. 


S. S. Fisher Appointed 
Women's Shoe Buyer 


New York—Sol S. Fisher, formerly 
assistant to Joseph Greenberg in the 
women’s shoe department at Gimbel’s, 
has been appointed buyer in place of 
Mr. Greenberg, who recently resigned 
to become vice-president of Julius 
Grossman Shoes, Inc. 

Mr. Fisher has been with Gimbel’s 
for the past five years and previous to 
that he was connected with Saks-34th 
Street. 

Miss Amy Schloss, formerly assis- 
tant, has been named as buyer of the 
slipper department, a newly-created 
post. 





Record for Staff Service 


DETROIT, MicH.—Berke’s Boot Shop, 
Washington Boulevard store, offers a 
record for service records of the store 
staff. There are five employees, be- 
sides the proprietor, Ben Berke, with 
an average service record of 16 years 
each. Warner E. Slocum, store man- 
ager, the bookkeeper, and the porter, 
have all been there 18 years. W. R. 
Lawrence, salesman, has been there 17 
years, while the “new man,” L. A. 
Quick, salesman, has been employed at 
Berke’s 10 years. It is one of the most 
progressive stores in town in adopting 
new ideas, but one of the most con- 
servative in the industry in labor turn- 
over. 


Begins Production of 


Shoe Display Fixtures 


DETROIT, MICH.—The Enco Manufac- 
turing Company, newly formed organi- 
zation, has begun production of 
“Chromsteel” fixtures for shoe display. 
They consist of a specially treated 
spring type steel, with chrome plat- 
ing, highly polished. The fixtures are 
being designed in several styles, for 
single shoes, pairs, and for several 
pairs. An entire order for all windows 
of R. H. Fyfe and Company, was re- 
cently placed. The company is also pro- 
ducing upright chrome mirrors for use 
in display, card holders, ete. J. A. 
Englander is head of the company, 
which is located at 160 West Larned 
Street. 


Western Appoints Officers 


MILWAUKEE, WIS.—New officers of 
the Western Leather Co. here have 
been named as follows: A. O. Trostel, 
Sr., president; Malcolm Whyte, vice- 
president, and A. Christiansen, secre- 
tary-treasurer. Mr. Christiansen was 
reelected, while Mr. Trostel succeeds 
the late Fred Vogel, Jr., and Mr. 
Whyte succeeds Charles P. Vogel. A. O. 
Trostel, Jr., was named to the board 
of directors succeeding Mr. Vogel, Jr., 
and Mr. Whyte and Herman J. Boemer 
were named as new members to the 
board, which has been increased from 
five to seven members. 
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This book tells everything. 
How you can get better 
value in comfort shoes. 
How broad a style range 
most retailers find desirable. 
How stock sizes and widths 
are available. How proper 
prices permit better than 
forty per cent markup. 
How 12 hour stock service 
improves your turnover. 
How you can get a chance 
to compare values. In short 
—how Kush-in-eze shoes 
bought direct from a division 
of a leading and reputable 
manufacturer can better the 
profit on your comfort shoe 
business. 


WRITE FOR A COPY TODAY 
AT NO COST TO YOU 


VAUGHAN 


TOWLE 


COM PANY 
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Children's Footwear 
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MRS. DAY’S IDEAL BABY SHOES 
: Infants’ Soft Soles.. 0-3 
Intermediates ...... 1-5 
Flexible Hard Soles. 2-8 
Send for In-Stock 
Catalog 
MRS. bays IDEAL BABY 


Locust St. 





Danvers, Mass. 
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Ballet Slippers | 
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BALLET SLIPPERS 


Right and Left Lasts 





Black Kid 
No. 600—Top 
Wom. Miss td 
$1.35 $1.80 $1.26 
ne Ld 


Wom. Child. 
$1.20 Hh ts $1.40 
BROOKS SHOE MFG. 

Swanson and Ritner, Philadelphia | 
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Dancing Shoes | 
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«Cy Pat Tap Slippers | 
e? IN STOCK 


822x 828 
(McKay) Be tad 
82-11 $1.20 $1.6 


-2' HB S150 B- Cc 

~ —~ ie 33 1.80 A-B-C 
B ALSO LOWER GRADES 
SCHWARTZ & HERDER, INC., MFGRS. 
70-72 N. 4th St. Philadelphia, Pa. 
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Conathan Made Superintendent 


MIDDLEBORO, Mass.—A. P. Conathan, 
regarded as one of the best shoemakers 
on the South Shore, has been made 
general superintendent of both the 
John E. Lucey Shoe Co., and the 
Leonard & Barrows Shoe Co., of this 
town. Mr. Conathan, known familiarly 
as “Gus,” is a member of a family in 
which quality shoemaking has always 
been a tradition. For a number of 
years he has been connected with Ed- 
win Clapp & Son, Inc., of East Wey- 
mouth, Mass. 


Partnership Dissolved 


GREENVILLE, MIcH. — Wyckoff & 
Smith, shoe dealers here for more than 
25 years, have dissolved their partner- 
ship and Jesse E. Wyckoff has pur- 
chased his partner’s interest. Mr. 
Wyckoff has taken his son Earl into 
partnership with him and the new firm 
will be named Wyckoff & Son. 
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On the Selling End 


News of the Travelers and Sales Activities 


I.N.S.T.A. Plan Luncheon Meeting 


Des MoINngEs, Iowa—O. R. Blechinger, 
president of the Iowa National Shoe 
Travelers’ Association, has announced 
a special meeting and luncheon at Hotel 
Fort Des Moines. This luncheon has 
been named the Presidential Luncheon 
and is free to all shoe travelers, whether 
or not they are members of this asso- 
ciation. 

The luncheon will be held at 1 p. m., 
March 21. ; 

The Northwestern Shoe Retailers’ 
Regional Association will hold its 1937 
convention in Soux City, Iowa, and they 
have asked the Iowa Shoe Travelers as 
to which date would be the most con- 
venient to the shoe travelers. This dis- 
cussion will be taken up at the luncheon 
meeting of the shoe travelers on 
March 21. 


S. W. Van Avery Joins Albany 


ALBANY, N. Y.—S. W. Van Avery, 
one of the older New York shoe men, 
joined the selling staff of the Albany 


Shoe Company, covering his old terri- 
tory in the middle part of the state 
of New York. 

Mr. Van Avery has been on the 
road for 40 years and has a host of 
friends, who wish him well. 

B. M. Rogalsky is now on the road 
covering the territory of western New 
York State, for the Albany Shoe Com- 
pany. 


E. |. Geddis Convalesces 


Des MOINES, IowA—E. I. Geddis, who 
represents the Irving Drew Company 
of Portsmouth, Ohio, has been ill since 
Feb. 8. He has just recently been able 
to get about and he expects to be back 
on the road in a short time. 








W. B. Parker Joins Peters 


Des MoInEs, IlowaA—Ward B. Parker, 
with the Cambridge Rubber Sales Corp. 
for the past 12 years, has joined the 
sales staff of the Peters Shoe Company 
and will represent them on the road in 
southeast Iowa. 





Thom McAn Opens New Branch 


RocHEsTEeR, N. Y.—The new shoe re- 
tail store of Thom McAn at 159 Main 
Street, East, located in the heart of 
the retail business district of Roches- 
ter, is attracting more than passing 
interest. Leslie Spandon, manager, be- 
lieves the original window design is 
one reason people are attracted to the 
store. The window panes are tilted at 
an angle, producing an unusual effect 
from the front. There is yet to be 
erected a Flexlume-Neon electric sign 
which will be, for size, the largest elec- 
tric sign on Main Street. The sign 
will cover the entire front of the build- 
ing, extended to the roof, and the esti- 
mated cost is $2,000. The sign will 
read, “Thom McAn—Shoes.” 

The store is 30 x 140 ft., with 10 ft. 
in the rear as a stock room. A stock 
of 4500 pairs are carried at all times. 
In addition to their line of men’s welts, 
which retail at $3.30 per pair, they 
have put in a line of children’s foot- 
wear, running from size 8% to 3. 

Mr. Spandon states, “Since the open- 
ing day we have had a steady increase 
in sales. No doubt the location has 
had considerable to do with the better 
business, but then Thom McAn shoes 
are making many friends among the 
men of Rochester and vicinity, as we 
are giving better values today for the 
money than ever before. Since we put 
in a line of children’s shoes we have 
been surprised how many of the 
mothers are bringing their children in 
to be fitted in our shoes.” 


Style Promotions in Los Angeles 


Los ANGELES, CALIF.—Judging from 
four display windows of the local I. 
Miller store, color comes first, square 
toes second, and low heels a close third 
in promotion importance, right at the 
beginning of the heavy Spring selling 
season. 

Low heels sales are greater than last 
year, due to the many factors which 
are aiding the sale of shoes of this type. 
All colors from black to white are free- 
ly selling in the better grades. Square 
toes are showing remarkable strength, 
judging from the numbers shown in the 
windows devoted to the low heel models. 
In this window the sign, “Lo Heels,” 
the favorite at Santa Anita,” forms a 
good background for the full and the 
square toes. 

Alligators in red, blue, amber and 
brown developed in square throat set-in 
pumps and low heels, with hand-bags 
to match, of course, are holding the 
center of the stage. 

“I. Miller presents the important 
Color Trio in Spring Accessories,” 
forms the theme of one of the main 
windows. Groupings of British tan, 
blue and gray shoes and — are pre- 
sented here. 





Elco Leases New Factory 


HosBokKEN, N. J.—The eighth floor of 
building “F” in the Hoboken Factory 
Terminal has been leased by the Elco 
Shoe Co., formerly of New York. The 
concern is equipping the plant with the 
latest modern shoe machinery. 
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Tailored Spring Arrives Early 





Inclement Weather Delays Sales on Lighter Colors, But New Tan 
Shade is Popular, by Whatever Name You Call It 


New YorK—Shoe merchants who 
predicted a tailored Spring have had 
their expectations fulfilled in the open- 
ing days of the Spring selling season. 
Tailored types are featured in all the 
shops throughout New York and so far 
have shown considerable action. The 
continued inclement weather has held 
up sales on the lighter colored shoes 
such as grays, rusts and blues. How- 
ever, blue and brown = gabardine, 
trimmed with patent and kid in the 
tailored types, have been in good de- 
mand. 

The opera pump is coming into its 
own this Spring more than it has for 
several years, many shoe men predict. 
The broad-strap has pushed the tie 
oxford into the background and shoe 
men predict its increasing popularity. 

The new shades of Britsh tan, Lon- 
don tan, terra cotta, sandstone or what 
have you, different shoe merchants hav- 
ing different names for their versions 
of this new popular color in calf, has 
seemed to click so far this Spring and 
as it is one of the lighter colors it is 
expected to have increased sales with 
the advent of the good weather. Gabar- 
dines trimmed with this popular shade 
calf have also enjoyed early Spring 
sales. 


All patents and patent trims have 
shown an increasing tendency to move 
this Spring, especially in the new pas- 
tel colors, green, blue, yellow and pink. 
The open-toe, open-shank sandal has 
been most popular so far in the pastel 
colors. 

A hand crocheted T-strap, made in 
several colors, has been quite popular 
so far this Spring in the Fifth Avenue 
shop which featured this type of shoe. 

Bucko, in many different colors, is 
popular at this time along Fifth Ave- 
nue. One store shows a Bucko town- 
type oxford with a detachable snap-on 
Kiltie tongue. This oxford, with its 
built-up heel, can be worn either as a 
dressy type or as a sport shoe simply 
by detaching or attaching the tongue. 

Men’s shoe sales have been slow so 
far this Spring. There has been a 
slight movement on the ventilated, un- 
lined, type oxford for men in the light 
tan and luggage tan calf, but nothing 
startling as yet. Alligator is expected 
to be increasingly popular for men this 
year, one store showing a straight-tip 
oxford and others showing it in com- 
binations ‘as well as the all-alligator 
shoe. The monk strap for men, which 
enjoyed such popularity last Fall, is 
expected to exceed itself this year. 





Kiwanis Supports E-J Workers 


ROCHESTER, N. Y.— The Endicott 
Kiwanis Club, of Endicott, N. Y., at 
their meeting, Feb. 25, in the Hotel 
Frederick, unanimously adopted the 
resolution, introduced by the past- 
president, Burton R. Lindsey, to give 
their whole-hearted support and _ sin- 
cere cooperation in every way, to the 
Endicoti-Johnson Workers’ Boosters 
Campaign. 

Mr. Lindsey pointed out, that “All 
civic-minded individuals and clubs are 
endorsing the ‘Boosters Campaign.’ 
The benefits that our community has 
received from the Endicott-Johnson 
Corporation is typified in the report of 
the comparative wages paid in other 
shoe manufacturing communities.’ Mr. 
Lindsey, continued, “That E. & J. 
workers are receiving from $8 to $10 
a week more wages than shoemakers in 
other States and other communities of 
our own Siate. This money is being 
spent in the southern tier and we should 
endorse any movement sponsored by 
Endicott-Johnson workers. We all take 
pride in the fact that during the years 
of depression the Endicott-Johnson 
Corporation kept wages and employ- 
ment at a high point unequaled any- 
where in the nation. Our action here 
today is unsolicited by the workers and 
we are happy to give them our sup- 
port.” 


Robert Hirsch Resigns 


Los ANGELES, CALIF.—Robert Hirsch 
has resigned his position as shoe buyer 
for the Famous Department Stores in 
order to take over the active manage- 
ment of his father-in-law’s widespread 
wine business. Mr. Hirsch will make 
his headquarters in Houston, Texas; 
from there he will look after the main 
branches in Denver and Dallas. 

Clement Hirsch, a cousin who has 
been acting as assistant buyer, has 
taken over the duties of general buyer 
for the Famous shoe departments. 
Robert Hirsch came here to the Famous 
several years ago, directly from the 
Famous Barr Store in St. Louis, where 
he acted as assistant to Marcus Rice. 
He is very well liked in the trade. 


Red Arnold on Coast 


T. E. (Red) Arnold is now repre- 
senting Dunn & McCarthy, Inc., in the 
Southern California territory with the 
Enna Jettick line of shoes. He comes 
here after a five months’ leave of ab- 
sence which was spent in European 
travel. Previously he had charge of 
the Chicago office for his firm, while 
before that he covered all the New 
York State cities. Mr. Arnold is an 
old Dunn & McCarthy man in that he 
was the one who introduced the Enna 
Jettick line in the southern part of the 
country. 








There are hundreds 
of “arch” lines, but 
there is only one 
genuine Arch Pre- 
server Shoe for Men 
THE WRIGHT ARCH 
PRESERVER SHOE 
the first and still the 
leading arch-type 
feature shoe among 
dealers,doctors and 
the general public. It 
is made EXCLUSIVELY 
by E.T. Wright & Co., 
Inc., of Rockland, 


Massachusetts. 
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Dancing Shoes and Taps 





BLACK CALF 
PAT. LEATHER 


Women's 
A-B-C 242-8 
$1.55 


Misses’ 
A-B-C 112-2 
$1.45 


— OwENSSHOECO. — 


—— 28 Goodhue St., Salem, Mass. 








TAP DANCING 
THEO SLIPPER 


PATENT LEATHER 
IN-STOCK 







1305—Childs’, 8Y2/11..$1.00 
1306—Misses’, 11'/2/3..$1.05 





i 
Better grote Tap, also soft and hard toe 
Ballet Siippers—in-stock for immediate de- 


livery. 


BLOG SHOE CO., INC. 


147 DUANE ST. NEW YORK CITY 























Zalla's Store Moved 


DetTroIT, MicH.—Zalla’s Quality 
Shoes has moved to a new location at 
7152 Michigan Avenue, on the west 
side. The store is operated by Jack 
Zalla, and managed by his son, Jack 
Zalla, Jr. 

The new store is designed on a modi- 
fied modernistic plan, with green and 
silver as the dominating colors. The 
background of the store is illuminated 
by vertical green columns, while silver 
fittings for mirrors and display cases 
enliven each side. A shadow box type 
of display case with double doors, each 
holding about three pairs of shoes, with 
silver woodwork, centers attention at 
either side. 





Open New Outlet 


WILKES-BARRE, PA.— The Triangle 
Shoe Company, Inc., have opened a 
new store at 24 Washington Avenue 
in Endicott, N. Y. The new store is 
a family store and will carry a com- 
plete line of shoes for the whole family. 

James M. Persons, formerly with the 
Triangle store in Pottsville, Pa., is in 
charge of the new store with Jack J. 
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Keller-Zander Install Model Salon 








The new shoe salon installed by the Keller-Zander Company in their recently modernized store. 


New ORLEANS, La.—An interesting 
and attractive new shoe salon has been 
installed by the Keller-Zander Com- 
pany in their modernized store at 814 
Canal Street, New Orleans. 

A novel idea in the department, and 
throughout the store for that matter, 
is the use of metal as the combination 
trim with wood. Electric anodic-treat- 
ed aluminum tubing, matching agree- 
ably with the metallic tubular frame- 
work of chairs and other articles of 
furniture, giving permanent relief from 
tarnishing and from the need of refin- 
ishing, stands out in neat relief against 
the walnut and maple backgrounds of 
wood. 

Ralph H. Clarke, store designer for 
the Weber Showcase and Fixture Com- 
pany, Inc., Los Angeles, who designed 
the interior, states that this is the first 
store in America to use this type of 
combination throughout. 

Another interesting feature of the 
new department is the open, interior- 


illuminated wall display cases where 
matching garments are shown at all 
times. 

Variegated, five-tone patterns are 
seen in the broadloom carpeting, while 
the chairs have been upholstered in 
damask in harmonizing tones. Foot 
mirrors have been placed at intervals 
about the perimeter of the room, while 
the hosiery and bag cases are built for 
exterior lighting. 

Modernistic effects are seen in the 
wall lighting fixtures from even diffu- 
sion of light attained through a com- 
bination of wall lighting and suspended 
ceiling lights. 

All stock is concealed in surrounding 
stockrooms. 

Max Zander, one of the two propri- 
etors of the store, is buyer for the shoe 
department. Naturally only quality 
merchandise is featured in a siore of 
this character, and the department 
under consideraton features only wo- 
men’s shoes. 





Morrisey, formerly of the “Park Lane” 
store in Akron, Ohio, as his assistant. 
Two new stores have been planned for 
Binghamton, N. Y. 





Simon Ruwitch in Florida 


CHIcAGO—Mr. and Mrs. Simon Ru- 
witch left last week for a month’s stay 
at Miami. Mr. Ruwitch has recently 
been ill and is taking this means to rest 
up and get some Florida sunshine. He 
expects to be back the first week in 
April. 

Mr. Ruwitch is well and favorably 
known throughout the Middle West as 
representative of the Commonwealth 
Shoe and Leather Company. 





Krohngold Opens New Store 


CLEVELAND, OHIO— The Krohngold 
Shoe Co. opened their twentieth store 
on February 15, at 215 Prospect Ave- 
nue. Morry Derenfeld, formerly with 


Krohngold in Chicago, was brought to 
Cleveland to manage the new outlet. 
The store is extremely modern with 
attractive “Fifth Avenue” style front 
done in blue, black and silver. Blue 
looking glass is used for the base plat- 
ing while large block letters mark the 
store above. It has a seating capacity 
of 60. The company is operating in 
Ohio, Illinois and Michigan. 





Prison to Make Shoes 


DETROIT—Marquette Branch Prison 
is to install shoe making equipment as 
soon as materials for same arrive, ac- 
cording to Dr. William T. Shaw, chair- 
man of the State Prison Commission. 
Most of the cobbling will be done by 
hand in order to provide as much work 
as possible. The shoes will be made 
for the inmates of all Michigan prisons. 
The machinery necessary to do the work 
will be rented from the manufacturers. 
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| THE SHOE BUYING CENTER 
IN NEW YORK 


the crossroads of the trade . 
the. seasons newest and most significant 
shoe styles are now on display. 


Shop the Marbridge Building for authen- 
shoe industry's leading manufacturers 
. conveniently assembled under one 


offer you a splendid oppor- 
tunity to look before you buy. 
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Canadian Shoe Manufacturer 
Opposes Free Imports 


TORONTO — Need of “protection” 
against the proposed legislation allow- 
ing Canadians to bring $100 worth of 
goods back into Canada from the 
United States duty free, was urged by 
Wilfrid Gagnon, Montreal, retiring 
president of the Shoe Manufacturers’ 
Association of Canada, at the associa- 
tion’s annual convention in Toronto on 
Feb. 17 and 18. The association met 
at the Royal York Hotel in conjunction 
with the National Shoe Retailers’ Asso- 
ciation. 

“None of us can object to a reason- 
able measure of reciprocity which will 
be equitable and equal in its benefits, 
but we all know that U. S. visitors in 
Canada are not usually purchasers of 
every-day Canadian manufactured 
products, such as clothing and boots 
and shoes,” Mr. Gagnon said. “There is 
danger of a very serious loss of trade 
by merchants in all our border cities 
and towns.” 

Although production of boots and 
shoes in Canada in 1935 recovered to 
the average volume of 1927, 1928 and 
1929, prices have continued at levels 
which, for a very large part of the in- 
dustry, have been unprofitable, he said. 
Not only have manufacturers had dif- 
ficulty carrying on, but the condition of 
a large proportion of retailers is not 





sound, he stated, urging the manufac- 
turers to cooperate with retailers to 
gain a healthy condition. 

Hon. Arthur W. Roebuck, speaking 
to a joint luncheon of the shoe men, 
urged that the industry formulate 
schedules of hours and wages that 
would assure fairness to employees, 
and stabilize competition. Since the In- 
dustrial Standards Act had _ been 
passed, 60,000 employees of the prov- 
ince had benefited by at least slight in- 
creases in salaries, he said. 

Shoe buyers may expect to pay more 
for their footwear within the next few 
months, according to J. R. Ozanne of 
Chicago, one of the chief speakers at 
the convention. 

Rises in basic commodity prices, ac- 
cording to Mr. Ozanne, will increase 
the price of shoes to the consumer by 
from 50 cents to $1 a pair. 

Alfred Marois, of A. E. Marois, Ltd., 
Quebec, was elected president; W. H. 
Brimblecombe, of the Blachford Shoe 
Manufacturing Co., Ltd., Toronto, first 
vice-president; and Candide Dufresne, 
Dufresne and Lock, Ltd., Montreal, sec- 
ond vice-president. District represen- 
tatives were: Western, H. S. Leckie, 
Vancouver, B. C., Ontario; S. E. Dack, 
Dack’s Shoes, Ltd., Toronto; H. H. 
Knoll, the Humberstone Shoe Co., Ltd., 
Humberstone; E. M. Sabiston, Perth 
Shoe Co., Ltd., Perth; Lawrence M. 
Savage, Parker-Steel Shoes, Ltd., Pres- 
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United States Rubber Products, Inc. 
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ton; Robert Scroggins, Galt; W. J. 
Sisman, Aurora; A. W. Thompson, 


Hewitson Shoes, Ltd., Brampton; S. G. 
Underhill, Barrie; F. Wragge, Galt; 
H. T. Wright, the Murray Shoe Co., 
Ltd., London, Ont.; J. B. Martin, 
Waterloo; W. E. Woelfle, Kitchener. 


Canadian Rubber 


Exports Increase 


MONTREAL, CANADA—Canadian rub- 
ber exports were valued at $952,605 in 
January, changing little from either 
December or January, 1935, exports, 
states a report by Dominion Bureau of 
Statistics. 

Pneumatic tire casings valued at 
$463,698 made up nearly half the total. 
These tires went to 73 countries, mainly 
as follows: British South Africa, $93,- 
825; Sweden, $58,207; New Zealand, 
$51,633; Brazil, $33,159; Netherlands, 
$20,404; Jamaica, $14,424; Palestine, 
$14,269; Chile, $13,870; Persia, $13,- 
253; Perue, $10,245; China, $10,566; 
Denmark, $10,557; Argentina, $10,236. 

Another large item was rubber boots 
and shoes, amounting to 261,188 pairs 
worth $269,247, showing an increase 
over the 165,147 pairs at $177,194 ex- 
ported in January, 1935. These went 
mainly to the United Kingdom, New 
Zealand, Newfoundland and _ Chile. 
There was also an export of 37,117 
pairs of canvas shoes worth $19,127. 








Page 66 





BOOT AND SHOE RECORDER, March 7, 1936 





a | 
1. | 


600 ROOMS 
WITH BATH 
252 UP 


HOTEL PENNSYLVANIA 


PHILADELPHIE 


39™ & CHESTNUT STREETS - 


teriors. 











Berg Store Stages Shoe Follies 


PORTLAND, ORE.—The shoe depart- 
ment of the women’s store of Charles 
F. Berg of Portland, with an accumula- 
tion of “white elephants,” assisted in 
the staging of a spectacular “Follies 
of 1935,” which was a store-wide mer- 
chandise movement held as a prelude 
to Spring. 

The new type merchandising moved 
“white elephants” or “wrong buys” of 
shoes. Thus the Berg store profited by 
its mistakes in arranging with theat- 
rical effects the stagey event as their 
own “Follies,’ explained as the actual 
“follies” of their various buyers. 

Shoes stepped out and “hit the line” 
in this modern form of clearance. Un- 
der the headline, “Folies of 1935,” cus- 
tomers took fresh interest in a differ- 
ent kind of sale that represented the 
most advanced method of retailing. 

The Follies of 1935 had as its “dra- 
matis persone” shoes and other char- 
acteristic commodities bought in 1935 
which failed to sell. “Why, we do not 
know,” emphasized the store in utter 
frankness. 

They say a frank confession is good 
for the soul. In this instance it was 
good for the sale, wherein “white ele- 
phants” of shoe buying and other pur- 
chases were dubbed “Follies,” and the 
store frankly confessed its inability to 
move them until the big reductions 





NEW CATALOG 

Free to Shoe Dealers 
Illustrates many effective store in-— 
Pictures, describes, prices 
the most popular line of modern chrom- 
steel furniture for shoe store seating. 
You’11 be surprised at the effects you 
can get for little money. Write for 
your copy now. 


HOWEL 


ST. CHARLES 
ILLINOIS 





were made and the bargain carnival 
of dramatic values staged. 

Of course, there was strong price ap- 
peal in the drastic markdown, height- 
ened by the advertising attitude of the 
store, which stated: 

“Pardon our Chinese. . . . You no 
likee.... We no likee. ... But someone 
likee.” 

Pert illustrations of a gay nature 
were used to titillate the fancy of Mi- 
lady, and a host of excellent gag-lines 
and humor featured the “Follies.” 


Leather Salesmen Hold Reunion 


Boston, Mass.—More than _ 100 
members and guests attended the third 
annual reunion and banquet of the 
Shoe Trade Salesmen’s Association, 
keld recently at the Boston Chamber 
of Commerce. This is a purely social 
organization composed of leather sales- 
men which was quite active several 
years ago and which was revived about 
three years ago under the leadership 
of men prominent in the industry. Since 
its revival there has been an anual 
reunion but no meetings in between. It 
is now planned, if possible, to have 
dinner meetings more frequently. Pres- 
ident of the association is Harold V. 
Chipman of Richard Young Company. 
Vice-presidents are John J. Halligan 
and Edgar F. Walker. Carl Childs is 
treasurer. 


Saks Fifth Axenue Shows Fabrics 


CHICAGO—The new navy “Shutex,” 
the new fabric to wear with tailored 
soft suits shown by Saks Fifth Avenue 
in their new and enlarged shoe salon, 
as incorporated in a swanky walking 
oxford with matching patent trim, 
abounds with Spring atmosphere. The 
showing of walking oxfords is a sure 
harbinger of the approach of outdoor 
weather, and the Saks exhibit is timed 
to catch the eye and requirements of 
the younger set, and the older set with 
young ideas who will soon blossom out 
with new Spring suits. 

The firmly ribbed spun rayon with 
the dull rich luster like that of faille 
silk, is exactly of the right texture to 
match the new Spring attire—a pru- 
dent forethought that every live Chi- 
cago shoe dealer is beginning to 
practise. The four-eyelet tie, high heel 
model shown by Saks comes in black, 
brown or gray. 

I. Miller is showing the British tans 
in a square toe, low heel number with 
very short vamp, extended tongue and 
buckle tie, also in hi-flats, oxfords, 
stepins, and operas, and in bucks, calf, 
gabardines and combinations. Millers 
offer British tan hand-bags to match, 
and 3-thread sheer hose. Another new 
Spring number is a gillie tie of British 
tan bucko with tan calf trim. 























REGIONAL /S SERVICE 
IN 


The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. 
AUBURN, MAINE 

T. W. GARDINER CO. 
LYNN, MASS. ST. LOUIS, MO. 

UNITED LAST CO. f KRENTLER BROS. CO. 
BROCKTON, MASS. MILWAUKEE, WIS. 

STEWART & PoTreERCcO, THE LAST WORD.  ynitep tasrco., tt. 


BROOKLYN, N.Y. U N | T E D MONTREAL, P. Q. 


EMPIRE LAST WORKS 
ROCHESTER, N. Y. 


KRENTLER BROS. CO. 








UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 





ey 


5 =a Sp 


Page 68 


BOOT AND 





SHOE RECORDER, March 7, 1936 


Clessifsed and Want Ad 








SALESMEN WANTED 


SALESMAN WANTED 


POSITION WANTED 











lowa and Southern States. 


SALESMEN WANTED. 1o represent manufacturer of brand- 


ed line of high style popular priced men's shoes, 100 styles in stock. 
Salesmen must have following and work intensively in small territories, 
on commission basis. Following territories open: Ohio, Indiana, Illinois, 


Address E-649, care Boot & Shoe Recorder, 140 Federal St., Boston, Mass. 











WANTED: Salesman for Western Pennsyl- 

vania, Line Infants’ Prewelts and _ Men's 
Beach Sandals, commission basis. The Kepner- 
Scott Shoe Co., Orwigsburg, Penna. 





a fastest growing apptionally advertised 

OL RUB OF BONA. Its slogan 

“WILL NOT R B OFF” is a fact, not merely 

a claim. Sell ° as sideline. Write fully. 
Carbona, 304 West 26th Street, New York 


a. 





WE are in need of additional salesmen to carry 
our complete lines of shoe ornaments and 
spats on a straight commission basis. Manolis 
Manufacturing Company, 4248 No. Crawford 
Avenue, Chicago, Illinois. 





S ALESMEN wanted by factory making pre- 

welts, stitchdowns, and growing girls’ sport 
McKay welts. Commission basis. Side line 

salesmen not wanted. Give references and full 

details in replying. Address E-619, care Boot 
. $o5% —_— 239 West 39th Street, New 
or 





ANTED: Salesman now carrying a high 

grade line of children’s shoes in the state 
of Texas: one who has a close acquaintance 
with the buyers of the bigger and better shoe 
and department stores, to carry as a side line 
our well-known ‘‘Self-Starter” infants’ creeping 
and first walking shoe. “Self-Starters’’ are 
being successfully sold in practically all sec- 
tions of the United States, by a high grade 
selling organization, on a commission basis. If 
you fit into this picture, write THE CAR- 
PENTER SHOE CO. INC, ROCHESTER, 





MANUFACTURER WANTS Salesmen with 

established trade to carry in-stock line of 
women’s sport oxfords, two dollar retailers. 
Also, medium priced line Goodyear stitched boys’ 
and men’s dress shoes. References. Address 
E-650, care Boot & Shoe Recorder, 149 Federal 
St., Boston, Mass. 





EW YORK’S most talked about line of 

women’s Littleway process style and com 
fort shoes wants representation in the following 
territories: Western New York, Woshington, 
D. C., and vicinity, the Carolinas. Louisiana, 
Tennessee. Address E-651, care Boot & Shoe 
pecender, 239 West 39th Street, New York, 
mY. 





XPERIENCED rubber footwear salesmen to 
solicit the independent dealers in Illinois, 
Indiana, Ohio and Wisconsin. We are distrib- 


utors for the Converse Big “C” Line. Louis 
Keer Shoe Co., 45 So. Wells St., Chicago, Ill. 


HOE SALESMAN to handle fast-selling line 
of shoe ornaments as side line. Good opportu- 
nity. Commission basis. State references and 
territory in first letter. Address E-652, care 
Boot & Shoe Recorder, 239 West 39th Street, 


New York, N. Y 





GALESMAN for sideline of misses’, growing 
girls’ shoes wanted. Poloner Shoe Co., 110 
West Broadway, New York City. 





WANTED TO PURCHASE 


CAN use one or two used X-ray shoe fitters. 
Must be in good condition and priced right. 
Address E-655, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 








FOR LEASE 


SHOE DEPARTMENT, new and modernly 
equipped, in high-class specialty shop, beauti- 
fully furnished. Store volume $225,000. Ready- 
to wear established 15 years. Applicant must be 
financially responsible. Location 30 minutes 
from New York City. Address E-653, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. 








FOR SALE 





G HOE STORE in good Westchester community 
specializing in children’s and staple types of 
men’s and women’s. Business established sev- 
eral years and steadily growing. Reply Box 54, 
Bronxville, N. Y. 





LINE WANTED 


A™M INTERESTED in a popular line of 
women’s, men’s or children’s shoes for New 
York, Brooklyn or Jersey. Can furnish best of 
references. Address FE-661, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 











XPERIENCED POPULAR BRAND REP- 
RESENTATIVE producing approximately 


$70,000 annually, Louisiana accounts. Em- 
ployed. Investigate with confidence. Address 


E-662, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





THIS ADVERTISEMENT IS 
OF SPECIAL INTEREST 
TO MANUFACTURERS 
OF WOMEN'S SHOES 


We know of a man who, in addition to 
being a thorough shoemaker, can style 
your line and operate your plant effi- 
ciently. 

He is a man of the highest character, 
cooperative to a degree and experienced 
in handling help. All of the above men- 
tioned assets are amply borne out by 
recommendations from several of the most 
successful men in the industry who know 
him and are well qualified to express their 
appreciation of his work. This man is 
now available and we would be pleased 
to give mn saa aetna if you will 

Boor ‘ SHOE 'R E RECORDER 


239 Panag 4 39th 
York, N. 











HICAGO, ATTENTION! — Shoe Clerk— 

Young, single, six years’ experience selling. 
Am looking for connection with future. Rea- 
sonable salary to start. Address E-657, care 
Boot & Shoe Recorder, 209 So. State Street, 
Chicago, IIl. 





RETAILERS! 
WHOLESALERS! 


Just the man for your business. 
Now available to the right firm— 
A man who has had 17 years ex- 
perience in the merchandising of 
shoes. Store manager for 8 years, 
Department Store buyer for 5 years 
and for 4 years directed factory 
sales and in-stock department. 
Has handled annual volume rang- 
ing from $150,000 to $5,000,000, 
and knows shoe industry from 
every angle. Will consider posi- 
tion in wholesale or retail business 
no matter how big or how small, 
providing it is a connection in 
which he can show immediate re- 
sults from his thorough training 
and experience. 

Finest of references as to character, 


integrity and. results. 
dress F-663 
Boot. < Shoe Recorder 
239 W. 39th St., New York City 














address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
mum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
When a box number is desired twelve words should be added for the address. 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
13 Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Ge 


In all other cases each word of the 


Mini- 
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POSITION WANTED 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 





SHOE SALESMAN desires position with reli- 
able firm. Age 35. Twelve years’ experi- 
ence. Thoroughly knows the business and versed 
on Orthopedic footwear. Good character. Pleas- 
ing personality. Excellent references. Address 
E-656, care Boot & Shoe Recorder, 239 West 


39th Street, New York, N. Y. 


YOUNG MAN desires connection with progres- 
sive concern. Twelve years’ high-grade retail 
experience selling and buying. Address E-658 
care Boot & Shoe Recorder, 239 West Sotk 
Street, New York, N. Y. 








NATIONAL BOWMAKERS 
PRESENT 


The first showing of 
this leather trim bow. 
All colors and combina- 
tions. D. DRATMAN 

44 N. 4th St. 
Philadelphia 














HOEMAN, age 34, desires connection with 

reliable firm as manager. Considerable ex- 
perience in buying and in merchandising—hav- 
ing operated own business; also successfully 
managed stores since 1924. Proven fitting abil- 
ity—good knowledge of shoes—excellent refer- 
ences. Address E-659, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 


HILDREN’S FITTING SUPERVISOR— 

successfully engaged for 12 years in selling 
and fitting of high-grade children’s orthopedic 
shoes. Now supervisor of fitting children’s 
shoes in one of America’s largest department 
stores, also assist in buying. Know the me- 
chanics of fitting thoroughly. Can capably trans- 
mit this knowledge to others. Have executive 
ability and impressive record for building cus- 
tomer good will. Address E-660, care Boot & 
in Recorder, 209 South State Street, Chicago, 








SHOE STORE WANTED 


OUNG married man desires shoe store for 

cosh consideration. Must be bargain. <Ad- 
dress E-654, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y 








WANTED TO PURCHASE 











Buyers of Surplus Stocks 


We will buy surplus or te stocks of shoes 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 


KIRSCH-BLACHER CO.., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








CASH FOR BRANDED SHOES 
Men’s, Women’s—Factory or Retail 
Wanted: Red Cross, Florsheim. Arch, freserver, 
a TWalkcover.” a 
BARIS SHOE COMPANY, Inc. 
79 READE STREET, NEW YORK 
Telephones WORTH 2-5180, 5181 








WE BUY 
Entire or Surplus Wholesale and Retail 
. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality. Bos- 
tonians, Stetson, Red Cross. Nunn Bush, Ete. 


IRVIN RUBIN 
“The House of Jobs’’ 
89 Reade St. Cor Church 
Phone Barclay 7-7887 New York City 














Cn New Shoe Salon 


SEATTLE, WASH.—Frederick & Nel- 
son, the Seattle unit of the Marshall 


Field organization, has created a spec- 
tacular new shoe salon on its fifth 


floor. Opened recently, the new shoe 


shop is aimed toward merchandising 


to the woman anxious to build a shoe 
wardrobe in the lower brackets. The 
new specialty shop, with its “Flirt” 
and “Swagger,” its “Chic” and “Gin- 
ger” models is known as Frederick’s 
“Five and Six Dollar Shoe Shop,” 
specializing in shoes featured at this 
figure. 




















MONEY 
IN FOOT CORRECTION! 











A ‘*Technopedic System of Foot Correction’’ 
office or deyartment will make money for you. 
Many successful offices throughout the coun- 
try. Technoped machines, complete equip- 
ment, home study course and diplomas on com- 
pletion at low cost. Easy terms. Write. 


TECHNOPEDIC INSTITUTE 
665 BROAD STREET NEWARK, N. J. 

















SHOE STRETCHER 


VAMP RAISER and LENGTHENER 


sea be in every shoe store. Relieves and permanently 

ects tight-fitting shoes. Raises vamp from throat to 
tip. Lengthens too short shoes. Made of best and toughest 
grade of steel, nickel plated. For sale by shoe findings 
jobbers and whol rey shoe houses everywhere, or 
your order direct to us. 


$5.00 COMPLETE 


NU-WAY SHOE STRETCHER CO. 
4367 Duncan Ave. St. Louis 


with 3 sizes 
of Last 





William Driscol Wisin 
Buyer 


SPRINGFIELD, Mass. — Thomas E. 
Mulvey has retired after 18 years as 
shoe buyer for the Albert E. Steiger 
Co. department store. William Dris- 
coll, manager of the department under 
Mr. Mulvey, has been appointed buyer 
for the men’s shoe department. 

Clyde Strong is now buyer for the 
women’s shoe department and Edward 
Madden has been appointed buyer for 


the children’s shoe department. 














The Shoe Doctor Shrinkers 
With our specially prepared fluids, 
shrink leather and fabric shoes with- 
out aia 





After months of experimenting, we have 
aaah a Roller Type Device which is 
easy and simple to oper- 
ate and will shrink- 
out gapping and fullness 
around top of shoes. 
Saves sales and makes 
satisfied customers. 


The Original Shoe 
Doctor Shrinker iron 
combined with the new 
Roller Type _ Device 
~ makes a complete shoe 
shrinking set. Eliminate 
vour shoe complaints by 
ordering these at once. 





PAT NO. 1990142 4 


$]9.50 





Curved iron now only..........--seeeeeeee - $12.50 
Roller Type Device » 18.50 
COMMID GEE cccccccccccccccccccccscesecccece 25.00 
(Fluids included in above prices) 
f.0.b. Indianapolis, Ind, 
E. C. SMELTZER CO. 
121 E. Sitst Street, Indianapolis, Ind. 





HOTELS 





Convenient To 
Leather Center 













Ideally situated 
in the Loop, the 
BISMARCK HOTEL 
is just a few 
stepsfromevery- 
thing of impor- 
tancein Chicago. 


oo 





Served by a staff 
that anticipates 
your every wish, 
guest rooms offer 
the ultimate in ex- 
cellent living... 
















Famed dance 
orchestras and 
sparkling floor 
shows await 
you in the 
sophisticated 
Walnut Room. 


BIS AV-V;%4 3 


Rom —a o 
RANDOLPH ATLA §ALLE ma @ Ea Ue) 
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Barriers 


If before your promised lands 
Some forbidding mountain stands, 
Do not let it hinder you. 

Dig a tunnel, and go through. 


If before Hope’s open gates 

Some deep-yawning chasm waits, 
Do what men have done before. 
Build a bridge, and journey o’er. 


If before your life’s dear prize 
Some unfathomed ocean lies, 
Heed not what the weak may say. 
Build a ship, and sail away. 


If the summit seems too steep. 

Or the ocean seems too deep, 

Or the distance seems too great. 

Dare them. Don’t depend on fate. 
Clarence Edwin Flynn. 





Schiff Shoe Co. Declare 
Dividends 


CoLuMBUs, OHI0O—Dividends amount- 
ing to $63,811.50 will be distributed 
March 15 to common and preferred 
stockholders of the Schiff Shoe Co., 
chain shoe store operators with head- 
quarters in Columbus, it was an- 
nounced today by Robert W. Schiff, 


president of the company. The board | 


of directors in the regular quarterly 
declaration, declared dividends of 50 
cents on 99,000 shares of common stock 
outstanding and $1.75 on 8178 shares 
of preferred to be paid to holders as of 
record February 29. The action in- 
volves the payment of $49,500 on com- 
mon stock and $14,311.50 on preferred. 
The company operates 241 stores in 24 
states and the District of Columbia. 





Elected to Trade Club 


BALTIMORE, Mp.—J. V. Lobell, head 
of the Cavalier Corp., shoe polish and 
shoe dye manufacturers, Key Highway 
and Jackson Street, has been elected 
president of the newly formed Foreign 
Trade Club of Baltimore, which is a 
successor to the Baltimore Export 
Managers’ Club. Other officers are 
John B. Adt, vice-president; Charles 
Herdman, treasurer, and W. Allen 
Rhode, secretary. Membership in the 
new organization, which will hold 
meetings once a month, is open to 
any one interested in foreign trade. 





Bata Acquires Wisconsin License 


MILWAUKEE, WIs.—The Bata Shoe 
Co., Inc., has been licensed by the Sec- 
retary of State to maintain retail stores 
and repair departments in Wisconsin. 
The firm has leased a store at 1307 W. 
Vliet Street, here, and it was learned 
that the firm is negotiating for five 
or more additional stores in Milwau- 
kee and an undisclosed number in sev- 
eral Wisconsin cities. Edison Brothers 
Co., St. Louis, will open a retail shoe 
store in downtown Milwaukee shortly. 


| 


| 
| 
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BOOTS AND SHOES 


BLOG Sete NOR. Maw Fete SW on oe ced ei in ce vicetbuniste oer san aes 64 
BROOKS SHOE MEG..CO.. Philadslohie, Pa.... 5.2... cece cece secs cccevesccens 62 
DROWN SIU GOOINMPAIST, ST.LOUIS, MO... 5. nc ccc cece ccc cctesicecsnnee 36b, 36c 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass...................000.2-....... 60 
ENDICOTT-JOHNSON CORP., Endicott, N. Y............. 0... cece ee ee eee ee ee My § 
VPN. SIG) Wc Wid Re, VV EOTIOIG, LIMOES.. 55 noc ccsiccce Qeseurcsnnccevavecesges 41 
GENERAL SHOE COMPANY—JARMAN, Nashville, Tenn..........0.....0... 0000. 34, 35 
eo TR ee ee err l 
GOODRICH, B. F., Footwear Div., Watertown, Mass............0 0 cc ecececcecuceeuee 8 
GREEN SHOE MFG. CO., Boston, Mass.............. cc cece cee ccccceevees Back Cover 
ET I > CUI WAAKS,. goo oo akc acess dvecesostebeovcecdceaecda 58 
HOGE-MONTGOMERY CO., Frankfort, Ky........ 00.0000 cece cucuees eee 
Kimerennee Were SoG, Omaha, Neb... ..... 6.66. cccccccsccccccsscecctvecvscvace 12 
CUPID I a UTE, WHO... cn. cece dices cdc dace ccacecdcccdccwcvewees 60 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind..................... 2 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass.............ccccecccececeecees 62 
ree, SUN ra SUIRINS TAB. ow cos chee es cee nce cues vessoecbecdecebensewns 64 
ROBERTS, JOHNSON & RAND, St. Louis, Mo... 2.0.0.0... cece eee ccc ceceues 45 
SCHWARTZ & HERDER, INC., Philadelphia, Pa. 2.0.0... ccc cece ee 62 
TWEEDIE FOOTWEAR CORP., Jefferson City, Mo..... ee 14 
UNITED STATES RUBBER PRODUCTS CO., New York City. 5 ete rae Se Front Cover 
VAUGHAN-TOWLE CO., Wakefield, Mess 2, a Gti wee oa 
WRIGHT, E. T., & CO., INC., MINNIE St, os aceite iS i od ewcvaad oveeecen $3 
LEATHER AND OTHER MATERIALS 
ALLIED KID—Quaker City Div., —— Pa.. es ir, Aik reece 
COLONIAL TANNING CO., Boston, Mass.. ae eee oe nn 
EVANS, JOHN R., & CO., Camden, EN i, ne Behe ed ck er ee 
GOODYEAR TIRE & RUBBER CO., Akron, O...... ee ee ne bh 27 
HUBSCHMAN, E., & SONS, Philadelphia, Pa.................00.. 000-000 eee 2nd Cover 
KIDSKIN TANNERS, New York City........ : ey ee .......36a, 50 
KISTLER LEATHER CO., Boston, Mass.. II ero. Peet tax Patios ane eae Re 43 
LIMA CORD SOLE & HEEL co., Lima, O.. aeee tte ..3rd Cover 
TANNERS COUNCIL OF AMERICA, New York City. : a 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
COMPO SHOE MACHINERY CORP., Boston and New York....................0--.. 9 
LITTLEWAY PROCESS CO., Boston, Mass.. ; : SRA Re eo. 6 
» cme. eae ee a hee ate BRE NS NE Ree bre a, 53, 54 
SIGNAL CHEMICAL CO., Boston, Mass................ccccccccccccceucccccecews 60 
SPAULDING FIBRE CO., No. Rochester, N. H. .................... Fights tee ee 
UNITED LAST COMPANY, Boston, Mass.............0.ccccecccccc ccc cucecccecceve 67 
UNITED SHOE MACHINERY CORP., Boston, Mass...... Sas : ....48, 52 
UNITED STATES RUBBER PRODUCTS CO., New York City. inane coe tye 
STORE EQUIPMENT AND FINDINGS 
ADLER-JONES, Chicago, Ill.. ; Rae Se Serpe ONE ee abt ws es 59 
DuPONT VISCOLOID CO., New York City. a 
GRAND RAPIDS STORE EQUIPMENT CO, Grand Rapids, tye vent Lan 
SU Or ea OT ONANES, UL, 5 os oss cc ece cc cceecocestcoeccueeeeenccegvsne 66 
McKAY COMPANY, THE, Pittsburgh, Pa............... S ilarais eee 
NATIONAL BOWMAKERS, Philadelphia, Pa. ..... ; nk sth danse a 
NU-WAY SHOE STRETCHER CO., St. Louis, Mo.. ; ey TS 
PITTSBURGH PLATE GLASS CO., Pittsburgh, Pa.... J a acy 7 
SHOE FORM CO., Auburn, N. Y....... re Cras eabeeaate dk ae 
SMELTZER, E. C., CO., Indianapolis, Ind....................., mare . 69 
ZOURI, Niles, Mich............. EN ie Loe his oets 
MISCELLANEOUS 
AMERICAN WEEKLY, New York City..... .... ae 
BARIS SHOE COMPANY, New York Cit. eee eerie er 
BISMARCK HOTEL, Chicago, Ill.. . SE steer . 2h, Jibs 69 
MN sii cis ce vaksvuesveveccoce ccc. ce, — 
HOTEL MORRISON, Chicago, Ill... MRE ah Paes Soa NIE 
HOTEL PENNSYLVANIA, Philadelphia, a SSR SS Si rN a vr 66 
nico ss ckclsvecevecu..... le 
J. C. PENNEY CO., New York City. . saat atic hos calc eins ace one 
KIRSCH-BLACHER CO., INC., New York City......................0 ee 
MARBRIDGE BUILDING, New York City...................0 65 
MeCALLS MAGAZINE, New York City. cee teee settee ste eect cee eeneeees 38 
TECHNOPEDIC INSTITUTE, Newark, ‘Saat gy CRI RARE PS CO IRE? 69 





Vo 








BOOT AND SHOE RECORDER, March 14, 1936 Page | 


The 


of 





Pink dress, Dubonnet scarf, 

white hat, Dubonnet band, 
white gloves. The all-white 
shoe is a perfect accent to 
such costumes as this. 





Last-minute reports from the Riviera last September stressed the 
importance of white accessories with all pastels. Pastel silk dresses are expected 
to be tremendous this summer, and with them an outstandingly smart accessory 

is the all-white shoe. It is newest in sandal types, in which the entire decoration 


is formed by the pattern itself. For such shoes we recommend 


Vode White Glazed Kid No. 50, 
Vode White Doeskin No. 9o1, 
Vode Cream Doeskin No. 900 


STANDARD KID DIVISiGn 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 


Vol. CIX, No. 2, BOOT AND SHOE RECORDER, published every Saturday by Chilton Company (Inc.), Chestnut and 56th Sts., Philadelphia, Pa. Entered as second class 
matter November 23, 1932, at the Post Office in Philadelphia under Act of March 3, 1879. Subscription price $3.00 per year. Printed in U. S. A. 
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In the fashion-setting resorts of the Florida 






coast, white appears in a most glamorous 






leather—patent. Colonial Sno-White, of 






course, is “tops’—and will be very much in 






demand this summer. Sno-White, a remarkable 







achievement in finishing by Colonial, the only 


proved white patent on the market, retains 






its highly polished surface, and—most neces- 









sary in white shoes—stays white as snow. 






Colonial Tanning Company, Boston, Mass. 





















COLOR: Colonial has the largest and most 
complete selection of authentic colors--30 in 
all, including Sno-White—any color you need 
for your new line of shoes. 








FOR THE BEST PATENT LEATHER SHOES 
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“THERE’S NO FIT AT ALL TO 


THESE RUBBERS. I’LL NEVER 
BUY IN THAT STORE AGAIN.” 


=-Heoeb— 


prevents Customer Dissatisfaction 


Solves your stock problems, too! 


OORLY fitted rubbers make a customer 
dissatisfied with your store. And there are 
scant profits in dissatisfied customers. 

That’s one of the reasons why thousands of 
dealers have found it profitable to carry Hood 
Rubalastics. Perfect fit is assured with this 
modern Hood footwear, because one size fits 
a variety of shoe widths and sizes. A good 
solution to your stock problems, too! 

Hood Rubalastics also provide extreme 
light weight, flexibility, and smart appear- 


ance—3 big selling points! 

The quality Hood builds into rubber and 
canvas footwear is mighty important to you, 
too. You can play safe with the reputation of 
your store by stocking the Hood line of rubber 
and canvas footwear. Hood designs and styles 
the kinds of footwear people want and will 
come back for. 

HOOD RUBBER COMPANY, Watertown, Mass. 


Branches at Atlanta, Ga.; Baltimore, Md.; Boston, Mass.; Chicago, III; 
Cincinnati, O.; Cleveland, O.; Dallas, Tex.; Denver, Col.; Detroit, Mich.; 
Katisas City, Mo.; Los Angeles, Calif.; Minneapolis, Minn.; New York, 
N. Y.; Philadelphia, Pa.; St. Louis, Mo.; Salt Lake City, Utah; San Fran- 
cisco, Calif.; Seattle, Wash.; Syracuse, N. Y. 








HOOD LASTICS The Lastic principle, 
originated by Hood, 
provides a line of 
light rubbers which 
will ft any dealer’s 
trade 100% with the 


least number of lasts. 








QUALITY 
skOX0) Dy OF ORY MON LS Dr. 


= 


MAKE 


BUILDS GOOD WILL 


YOUR SELLING EASIER 
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5519—Cement Stitchdown — In- 
fants’ and First Step White 
Elk Side _ Buckle Sandal. 


WE BIO cssccesscsses 72Y2¢ 
5318—Same in Patent. Sizes 
Bee Sercosnescnsensnte 722¢ 
2143 — Stitchdown — Misses’ 


White Elk Front Strap Sandal, 
Oak Sole. Sizes 114/2...85¢ 
2143%2—Same in Child's. Sizes 
eer 77/2¢ 
2138—Same in Misses’ and 
Children’s Brown Side. Sizes 
ERNE Gacnbececise rence 85¢ 


5240—Cem-Pro—Misses’ White 
Wide Strap Side Buckle, 8/8 
Leather Heel, Leather Top Lift. 
SE SAUTE: vec ccceas $1.1742 
5240/2—Same in Child's, 5/8 
Heel. Sizes 8%/12.... $1.074/2 
5236—Same in Patent. Sizes 
DTG svanwivessaaeve $1.17 


5511—Cement Stitchdown — In- 
fants’ and First Step Patent 
Sandal. Sizes 2/8 .... 72¥%e¢ 
5512—Same in White Elk. 
BE IS eicasacsacccans 72Y%2¢ 


1769 — McKay — Misses’ White 
Side Buckle with Tongue, 7/8 
Leather Heel, Rubber Top Lift. 


Sizes 12%/3 .......... $1.22 
1768—Same in Patent. Sizes 
ery $1.2242 


1767 —- McKay — Misses’ White 
Elk Wide Strap Sandal, 7/8 
Leather Heel, Leather Top Lift. 


Sizes 12%/3 ........... $1.20 
1766—Same in Patent. Sizes 
SEC PREC es $1.20 


1763 — Misses’ Patent Front 
Strap Sandal, 7/8 Leather Heel, 
Rubber Top Lift. Sizes 1244/3. 


$1.20 


1763Y2—Same in Child’s, 5/8 


Sizes 8%/12 .... $1.10 


1765—Same in White. Sizes 
REED. ceWecrcesuwanrns $1.20 
17652—-Same in Child’s in 
White, 5/8 Heel. Sizes 8%/12. 


$1.10 


FOR 


MISSES’, 








aarp a teoetrmite 


eres 


eer 





———e 


aI 










































2 | STYLES 
| THE KIDDIES! 


CHILDREN’S 
INFANTS’ SHOES 


ALL IN-STOCK 


= 


ce 


Te So ace 


i ia 


carats 








“ATEW shoes for Sally, Jane and Bobby’"— 

Probably the first item on every proud 
young mother’s Easter shopping list, for the 
children must be dressed up too, and new 
shoes (either white or black patent) are most 
essential at this time. 


Here's a line by Endicott-Johnson that will 
bring all the parents and children into your 
store. Mother will like the fine workmanship 
and the popular prices of these shoes which 
fit into her budget so easily, while the young 
ones themselves will be fascinated by the 
smart new styles which match so well their 
Easter fashions. 

Now is the time to order these shoes for 


Easter promotion. Immediate delivery from 
our In-Stock Departments is assured. 


2101 — Stitchdown — Misses’ 5239—Cem-Pro— Misses’ White 5237—Cem-Pro—Misses’ 
White Elk Front Strap Sandal, Monk Oxford, 8/8 Leather Heel, Front Strap Sandal, 8/8 Leather 
Oak Sole. Sizes 11%/2.. 85¢ Rubber Top Lift. Sizes 12%4/3. Heel, Rubber Top Lift. 


2101'/2—Same in Child’s. Sizes SUN2Y2 12/3 «- eres seer ees 

CL Se ee NE ee 77%2¢  5239%—Same in Child’s, 5/8  5237%2—Same in Child's, 
2100—Same in Patent. Misses’, Heel. Sizes 8%/12 .. $1.02¥2 Heel. Sizes 8%/12.... $1.02% 
Sizes 11% /2 .........05: 874/2¢ 

2100% — Same in Patent. 

Child’s Sizes 8%4/l1...... 80¢ 


2633—3 Sole Stitchdown— Misses’ 2634—-3 Sole Stitchdown— 
White Calfskin Oxford, Sure- Misses’ Tan Combination Sport 
Wear Retan Leather Sole. Sizes Oxford, Sure-Wear Retan Leather 
12/3, Widths B, D...... $1.274% Sole. Sizes 12/3, Widths B, D 
26332—Same in Child’s. Sizes $1.2742 
84%4/11%, Widths B, D..$1.1742 2634'/2—Same in Child’s. Sizes 
2633'%—Same in Infants’. Sizes 8%/11%. Widths B, D.$1.137/% 
GO siredinecsccxernees $1.07 

2630—Same in Patent. Sizes 
12/3, Widths B, D..... $1.2742 
2631—Same in Black Calfskin. 
Sizes 12/3, Widths B, D.$1.27'/% 
2632—Same in Brown Calfskin. 
Sizes 12/3, Widths B, D.$1.27' 


ENDICOTT.NY. 


THERE'S AN 
ENDICOTT JOHNSON 


(} 2 We 
OR 


a 
EVERY SHOE STORE 
IN AMERICA 








ST. LOUIS, MO, 
NEW YORK CITY 
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Two joutstanting examples 





of medern shbe construc- 





tion that are\t eeping pace 
with Hashion’s 1 
MY PROCESS COMPANY 


ERAL STREET, BOSTON, MASS. 


WAY 





‘. . 
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Lockstitch 
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The Campus 


Grey Ruffit 
White Ruffit 
Sand Ruffit 
Blue Ruffit 
Brown Calf 


$4.05 


The Stadium 
Brown Calf—$4.35 


The Chaumont 
Blue Calf—$4.05 
White Bucko—$4.35 


NEW YORK CITY SALES OFFICE ‘ : : 944 MARBRIDGE BUILDING 
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REG.U.S. PAT. OF F. 


OUTDOOR COMFORT 


FOR general outdoor wear women select Treadeasy 
Shoes, because they assure such complete comfort 


and are so modishly styled that they make sports and 
walking always enjoyable. 


Correct and comfortable foot support. as offered by 
Treadeasy’s new shawl tongue sports types, appeals to 
every active woman, and the smart new styles in an 
assortment of the latest colors and leathers are a per- 
fect complement to the fashionable sports ensembles 
for Spring. 

Treadeasy Sports types are all in-stock and will be 
shipped to you for immediate Spring promotion! 


IN STOCK 


Page 7 


FOR COMPLETE 


The Bayne 


White Doeskin, 
Brown Calf trim 


$4.35 


The Fernwood 


Grey Bucko and 
White Doeskin— 


$4.35 


Brown Calf—$4.05 














































= 














When writing advertisers please mention Boot and Shoe Recorder 








Page 8 


BOOT AND SHOE RECORDER, March 14, 1936 





SET Cousins 


NEW NANETTE SANDALS 


Radiantly 
Beautiful 
and Instock 









Style 100 


Venetian Gabardine 
Rust Calf Trim 
Beige Stitching 


Style 101 


Blue Gabardine 






Blue Patent Trim . 
Pearl Gray Stitching Style 102 
Black Patent 

$500 Net Perforated 

ss. Style 103 

‘s a White Calf 
= Perforated 


$500 Net 


An exclusive pattern 
designed on the pre- 


J. & T. Coue 
ferred J. & T. Cou On original order these styles 


Ne a a are sold only in Case Lots 
ee jg Wood 4 24/36 and 60 pair as 
Cuban Heel scheduled below... Succeed= 
P ing orders may be for any 

number of pairs needed. 



































|4| 444|5 | 514] 6|64/7|7%|8| 8% 
AAA| | | | paeaetaita a ta) | 5| Schedule 
AA | | a. ae ee 6 pal ag 
A || fiji ji] ifij it {fe} 24 PAIR 
B {1} 1/1/21 {1/1 71) |] W7 
AAA| | | |] [1] 1 Ji] 1 yi] i ie 
AAT | 1111112 12/1 1111119 —" 
A | [1] 1 J2] 2 ]2] 1 J1] [10 
Bit}1 1112 12)2 11/1] 1111) 36 PAIR 








Schedule i ..60 Pair... combines ee and "k 





SMITH SMART SHOES 
INVITINGLY DIFFERENT 


Exclusive wae 
Patterns 
Instock 







Style i 
WHITE BUCKO 


Style 3} 
GRAY BUCKO 


$500 Net 


The Broadstrap here achieves 
rare beauty ... Modeled on 
the Stroller Last with 14/8 
Leather Styline Heel. 






Style 24 
WHITE BUCKO 


Style 26 


CCEPTED style trends BLUE BUCKO 
are skillfully interpreted Style 27 
and wanted patterns, leathers GRAY BUCKO 
and colors presented in Perforated 
characteristically distinctive $ 490 Net 
manner in the new stock p 
line of Smith Smart Shoes 
for women. Smith Smart 
stock styles may be ordered 
in any quantity desired... 
Write for a copy of the 
Spring and Summer catalog. 


The full perforated 
oxford becomes un= 
common and desir= 
able when design 
and workmanship 
are by Smith... 
Driad Last, 16/8 
Leather Styline Heel. 








The J. P. SMITH SHOE CO. « ~ Sangamon and Huron Sts. - - CHICAGO, Makers 
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